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HARD-GOING FOR 
WESTERN: RECIPROCALS 
IND OTHER EXCHANGES 


All News About Them From Chicago 
is That They Are Making 
Assessments 








10 P. C. LEVY FROM KANKAKEE 





Kewanee Concern Makes 50 P. C. 
Assessment; Receiver for Automo- 
bile of Minneapolis, Minn. 





As long as the country was engulfed 
in a wave of prosperity, and manufac- 
turers of mediocre ability were sailing 
serenely in rushed war orders, the re: 
ciprocals were on easy street and did 
not have any difficulty in handing out 
dividends, but with the reaction that 
has hit business since the war it is 
anything but easy sailing. It was in 
the West that the reciprocals did the 
land office business, and it is from the 
West that stories are now coming of 
their troubles. Almost every week one 
or more of these insurance carriers is 
hitting the rocks. News this week from 
Chicago is that a number of the recip- 
rocals are being forced to make heavy 
assessments to meet heavy losses. 

The Automobile Owners Protective 
Exchange of Kankakes, Ill., has levied 
a 100% assessment on its members. 

The Equitable Auto Insurance Asso- 
ciation of Kewanee, Ill., is levying an 
assessment of 50% for a six-month per- 
iod, which is of course equivalent to 
a 100% assessment for the entire year. 

Appointed Receiver 

8. H. Stanchfield has been appointed 
receiver for the Automobile Insurance 
Association of America, a Minneapolis 
reciprocal. The court before which the 
receivership proceedings were brought 
has had the case under advisement for 
some time on the question as to wheth- 
er the contingent liability of a policy- 
holder of a reciprocal constituted an as- 
set or not, the solvency of the concern 
hinging on this question. He has de- 
cided in the negative, and the appoint- 
ment of a receiver followed. 

The Coal Operators Mutual Fire of 
Springficid, Ill., has decided to liquidate 
and quit business. Charles V. Hickox, 
Secretary of the company, in explaining 
this decision says that the eompany 
has not been making any money. The 
States in which it was doing business 


did not permit the charging of the 10% . 


(Continued on page 19) 























First British Insurance Office Established in United States A. D. 1804. 


-PHCENIX: 


ASSURANCE COMPANY LT© OF LONDON 


(ESTABLISHED 1782) 


A Corporation which has stood the test of time! 
139 YEARS of successful business operation. World- 
wide interests. Absolute security. Excellent service 
and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, U. S. Manager 























‘‘AMERICA’S OLDEST FIRE AND MARINE INSURANCE COMPANY”’ 


1792 1921 





CAPITAL...... fabnss $5,000,900 


FIRE—AUTOMOBILE—MARINE 


Brokerage and Service Department 
CHAS. F. ENDERLY, Manager 
122-126 WILLIAM STREET, NEW YORK CITY 


INSURANCE COMPANY of NORTH AMERICA 
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EQUITABLE LIFE OF IOWA 


Results of 1920 


$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine of all business 
wien tae crealiaitlen still in force. 








For information address: 


Home Office, Des Moines 
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WHY LIFE INSURANCE 


BEST TEACHES AND 
PROMOTES THRIFT 


An Illuminative and Interesting State- 
ment By Secretary of Equitable 
Life Assurance Society 





ITS ATTRACTION FOR ALL MEN 





Importance of Regular Premium Pay- 
ments; Stops Financial Risks 
Which Follow Death 





By William Alexander 


Men of worldly wisdom—those who 
have accurate knowledge—those, conse- 
quently, who speak with authority— 
unite in the opinion that unless our 
people correct their thriftless habits 
speedily, adversity will be their portion 
and disaster will ultimately overwhelm 
the nation. 

This warning gains intensity if we 
consider three important facts. First, 
that, of all nations, ours has been and 
is still the most wasteful. Second, that 
we cannot prosper unless we work. 
Third, that notwithstanding our peril 
we are at this very moment afflicted 
with a nation-wide epidemic of slack- 
ness and distaste for honest toil such 
as has never before afflicted our people. 

But One Answer 

If our only hope then is through the 
exercise of thrift, and if there is some 
one teacher and promoter of thrift that 
is superior to all others, should we not 


do what we can to extend its influence 
and utilize its power? 

There can be but one answer to such 
a question. Moreover, it is true that 
there is. such a force; namely the insti- 
tution of life insurance. 

Life insurance buttresses the Nation 
by stimulating the thrift of the indi- 
viduals composing it. Thus the man 
who insures his life to safeguard his 
own interests also aids in strengthen- 
ing the Nation. 

Two Strong Reasons 


But why is it that life insurance is 
the best of all teachers and promoters 
of thrift? For two reason (1) Because 
of its efficiency, and (2) Because of 
the inefficiency of other plans. This 
calls for explanation. 

Most of our people are either reckless 
or heedless; live from hand to mouth; 
assume that as they are able to provide 
for the n2eds of the present the future 
will tak» care of itself. Nevertheless, 
there are some who save a little money 
from tim> to time and lay it aside for 
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investment. But usually they let this 
money lie idle. And after a while they 
spend it or sink it in some business 
venture or speculation. Others open 
savings bank accounts for the purpose 
of gradually accumulating money for 
future needs. But they soon grow 
weary and neglect their deposits. Or 
a pinch comes and the money is with- 
drawn. Even in the few cases where 
the depositor has the strength of char- 
acter to persist, death may intervene 
before any substantial sum has been 
accumulated. So, the officers of our 
Savings banks are forced to confess 
that accounts maintained for any length 
of time are almost as scarce as hen’s 
teeth. 

In short, most of the ordinary 
schemes. for saving are backed by 
nothing more substantial than good in- 
tentions, thus reminding us of the ma- 
terial with which a certain familiar 
region is said to be paved. 


How Life Insurance Provides Plan 

But how is it that life insurance is 
able to provide a meritorious and ef- 
fective plan, free from the. imperfec- 
tions of ordinary schemes? Let us see. 

The man who can be induced to de- 
posit a specific sum periodically with a 
life insurance company enters into a 
contract under which his deposits be- 
come obligatory. And although he is 
free to stop making them, he cannot 
do so without sacrifice and without 
breaking his agreement. Thus a steady 
and continuous pressure is brought to 
bear upon him. And this pressure 
strengthens his purpose and aids him 
in fulfilling the obligation he has vol- 
untarily assumed.. In addition to this, 
he is taught systematic habits of sav- 
ing. His payments fall due at regular 
intervals. Whenever he is forgetful 
or dilatory he is reminded of his obli- 
gation, and aided in meeting it. Nor 
is there any other method of saving so 
. convenient or so easily carried out. 

It must be noted also that the small 
savings of innumerable individuals flow 
in tiny rills into the great investment 
reservoirs of the insurance companies. 
Thus funds which would otherwise be 
wasted or lie idle are used to develop 
the industries of the Nation. It is im- 
portant to note that this money is not 
hoarded. On the contrary, the compa- 
nies are paying from year to year in 
death claims, matured endowments, 
dividends and other benefits, quite as 
much money as they are taking in, and 
in addition they are constantly invest- 
ing their assets in the different States, 
thus aiding in the development of the 
industries of the country. Note what 
Lawrence F. Abbott, of “The Outlook” 
has said in this connection: 

“The American public does not yet 
even begin to realize what the life 
insurance companies have done in the 
way of enabling the individual citizen 
to save his money and put it to useful 
work, not only in promoting his own 
prosperity but also in developing the 
resources and the general welfare of 
the country . . What are these 
gigantic assets doing? They are 
building railroads, erecting mills and 
factories, clearing land, cultivating 
farms, and furnishing much of the 
industrial power and energy which 
has made the people of the United 
States the greatest nation in the 
world.” 

Note also what Mr. Abbott has said 
about the value of life insurance in 
teaching thrift to the individual: 

“Take a young man of twenty who 
is starting out on his business career. 
I can argue with him to open a 
savings bank account until both he 
and I are black in the face, but with- 
out much success. Suppose I do pre- 
vail upon him and he makes the start. 
Nine times out ot ten his regular de- 
posits fall into ‘innocuous desuetude.’ 
Finally he draws out his balance to 
meet some emergency, and the enter- 
prise is ended. But, if I can persuade 
him to take out a life insurance pol- 
icy he is compelled to pay the prem- 
ium annually and regularly in order 
to get the full benefit of the under- 

It ts the regular annual 
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All agency contracts direct with the company 


Address: 
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premium that forms the compulsory 

motive.” 

There are so many ways in which 
life insurance promotes thrift that only 
a few of them can be noted here. 

Its Attraction for Young Men 

A young man on whom no one de- 
pends for support, who is not thinking 
of marriage, and who is convinced that 
all his earnings are needed to meet 
current expenses, may not be _ in- 
terested if he is told that he ought 
to establish habits of thrift. But 
he may be interested if he is 
told that if he can save a little more 
than $10 a montn and will deposit it 
with a reputable insurance company he 
will instantly find that he has become 
a capitalist. That is to say, he will 
acquire an insurance-capital of $4,000 
(under a 30-year endowment policy is- 
sued at age 21), a sum which he will 
be able to draw in cash on reaching the 
age of fifty. Such a step taken at the 
beginning of a young man’s business 
life may prove to be the foundation on 


which a career of wealth and influence 
will be built. 


Its Attractions for the Man Whose Ex- 
penses Eat Up His Resources 


Consider also the case of a man why 
has a good income, but who has a wife 
and children to support. He could have 
saved two or three thousand dollars a 
year before the war, “but he failed to 
take advantage of his opportunities, 
and now the cost of living is so high 


-that his income is barely sufficient to 


meet his expenses. So, he reproaches 
himself for not saving something when 
it would have been easy to do'so, and 
continues firm in the belief that to save 
$2,000 a year now, or any part of that 
sum, would be absolutely impossible. 

Nevertheless, such a man, if he hap- 
pens to be thirty-five years of age, can- 
not fail to take an interest in the guar- 
antee that if he can save a trifle over 
$50 a month, or about $600 a year, from 
his income he can at’ once create an 
insurance estate of $20,000. 














THREE RULES: 




















Rebate Rule. 


agency force of 








The Northwestern Mutual Life Inaurance 
Company was the pioneer in establishing 
% rules to protect itself and its agents 
against evils which demoralized the business. 


For twenty-seven years it has enforced a stringent Anti- 


For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 

For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

To the literal enforcement of these rules is attributed, in 
large part, the success, high character and the loyalty of the 





Northwestern Mutual Life Insurance Co. 
of 
Milwaukee, Wisconsin 
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How the Individual Aids in Strength 
ening the Nation : 

The more people there are who b 
means of life insurance become sell 
respecting, self-reliant and Self-support. 
ing, the less will the state and the na- 
tion have to pay for asylums, jajjs 
poorhouses, and hospitals. ; 
is well worth 


And it noting that 
every man who carries life insurance 
secures a valuable endorsement in pygj. 
ness circles; increases his {financial 
strength; improves his credit, anq Safe. 
guards his enterprises while he ig de. 
veloping them. Thus he becomes a 
better, stronger, more useful citizen, 


His life insurance also increases hig 
health and efficiency by relieving him 
of worry and apprehension. And if he 
is taken ili his msurance often becomes 
a potent aid in his recovery. 

It Protects the Home 

It is the desire of most men, partic. 

ularly if they have children, to owa 


their own homes. This is a worthy am. 
bition. Consider the case of a young 
man who kas bought a house in which 
he and his family take great delight, 
Fifty per cent of the purchase price hag 
been paid. The other haif is covered 
by a mortgage. He knows that he can 


gradually, wipe out this obligation if he 
lives. But he often lies awake at night 
worrying over the thought that death 
may intervene. This brings before his 
mind’s eye a vivid picture of the fore. 
closure of the mortgage and his loved 
ones turned out of doors. 

Will not such a man rejoice if he is 
shown that what is called a “Twenty. 
year Endowment Policy” for the 
amount of the mortgage will eliminate 
this peril? For such a policy will dis. 
charge the debt immediately if he dies, 
and will discharge it at the end of 
twenty years if he lives. 


Further Examples 

In a period of reconstruction such as 
We are passing through at the present 
time there are a thousand ways in 
which life insurance may be utilized to 
safeguard the fruits of thrift represent- 
ed by successful business operations. 
And it is interesting to note that in 
most cases the chief value of insurance 
taken to protect business interests lies 
in- the fact that in protecting the busi- 
ness it also protects the family. If 
partners in business, for example, are 
insured for the benefit of the firm, and 
if one of them dies, the widow of that 
man will be benefitted because the in- 
surance money will aid in the liquide 
tion of the business if it is closed out. 
If on the other hand the business is 
continued, and she retains her interest 
in it, the insurance will make her posi 
tion far stronger than it would be 
otherwise. 

Thus it will be seen that life insur 
ance not only fosters habits of thrift 
but protects savings that have already 
been accumulated. It provides cash for 
the settlement of estates; it pays Im 
heritance taxes; it repairs depreciation 
in the value of investments, thus leav- 
ing estates intact for the heirs instead 
of making it necessary to sacrifice valt- 
able assets so as to obtain ready money 
to meet such immediate obligations. 

In short there are no financial risks 
that follow in the train of death that 
cannot be repaired by means of life 
insurance. 

The needs of this kind are number: 
less, and there is some form of policy 
that meets each need, including 4 
special contract designed to meet 4 
need that is almost universal, namely 
the need of support for the family after 
the breadwinner’s earnings have bee? 
cut off. This is secured under a policy 
which gives the beneficiary a fix 
monthly income for life. 

But the needs are so varied and these 
policies are so many that most mea, 
whether they have business experience 
or not, ought to have expert advice > 
enable them to determine which : 
these needs are theirs, and which vd 
icies provide for them. Consequently 
the companies are always ready to 
part such information directly, 
through their accredited agents. 
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A Good Argument For 
Business Insurance 


COST OF SERVICE 


gAMPLE 





Mutual Benefit Figures on $100,000 
Line of Havana Electric Light 
& Power Co. 





In 1910, the Havana Electric Railroad 
Light & Power Company, of Havana, 
Cuba, hac $500,000 of business insur- 
ance issued on the life of Frank M. 
steinhard:, their vice-president and gen- 
eral manacer. This insurance has been 
kept con nuously in force. The Mu- 
tual Bene::t has $100,000 on Mr. Stein- 
hardt’s life. 

Net premiums paid in 1921.. $15,305.25 
{ surrender values 


of polices over preceding 
11,761.50 


Net cost for policies, year ’21 $3,543.75 


Total net ;remiums to date.$195,719.25 
Surrender values as of De- 

cember 31, 1921.......... 131,010.00 
Total net cost to date ...... $ 64,709.25 


Insurance in force twelve 

years, average cost per an- 
$5,392.44 
Insurance in force twelve 

years, average cost per an- 

num .......1.08% of amount insured 

These figures should interest any per- 
sons considering business insurance 
who have postponed action because of 
a misapprehension of the probable cost 
of such service. These figures speak 
for ihemselves. They show particular- 
ly how reasonably business insurance 
can be carried and“*emphasize the very 
considerable cash sinking fund created 
thereby. 


G, S. HASTINGS SPEAKS 








Addresses Life Underwriters Associa- 
tion of Buffalo; Minister Talks on 
Life of Roosevelt 





The Life Underwriters Association of 
Buffalo, N. Y., at its recent meeting, 
President N. E. Turgeon in the chair, 
was addressed by the Rev. Richard W. 
Boynton, D.D., and Glover S. Hastings, 
superintendent of agencies for the New 
England Mutual Life. Dr. Boynton’s 
address, “Theodore Roosevelt, the 
Many-Sided Man,” was interrupted fre- 
quently with applause and he charmed 
his audience with his splendid delivery 
and brilliant oratory. 

Mr. Hastings, himself a field man for 
ten years, gave his audience a great deal 
to think about and many useful sugges- 
tions, While the idea of the high plane 
of service to mankind rendered by the 
life insurance agent when he induces 
4 man to protect his widow and chil- 
dren, is not a new one to many, it nev- 
er was more forcefully brought home 
than by Mr. Hastings. 

The next meeting of the association 
is scheduled for November 18, when it 
expected Charles Hommeyer, of the 
Union Central Life, will speak. 





MAKES JAIL THREAT 
The gov-rnor of Colorado has written 
to the new insurance commissioner, 
Jackson Cochrane, making a threat to 
jail members of the Colorado Life Un- 
derwriters Association who have been 
criticizing ‘he Mountain States Life and 
Colora’io Insurance Department. He 
Says these underwriters are undermin- 
ing the Colorado Insurance Department. 
, he is incensed because Earl Wil- 
son, former commissioner, has refused 
to surrender office. 





NEW DEPARTMENT FOR BOYS 
© National Fidelity Life of Iowa 
appointed E. C. Wolcott as a vice- 

President of the company and general 
manager o’ the new department for 
boys, covering eight states. He was a 
YMC. A. general secretary. 
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FORREST F. DRYDEN 
President 


HOME OFFICE 
Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 

















Dr. John A. Stevenson 
Now Second Vice-Pres’t 


PROMOTED BY EQUITABLE LIFE 





Rapid Rise of An Educator Who Was 
University Professor Only Two 
Years Ago 





Dr. John A. Stevenson’s success in 
life insurance has been phenomenal. 
Two years ago a university professor, 
he went to Carnegie Institute to start 
and direct its life insurance school, 
which has turned out such a high grade 
of students that other universities in 





DR. JOHN A. STEVENSON 


the country are instituting classes. 
From Carnegie he went to the Equitable 
Life Assurance Society as third vice- 
president, and the Society now an- 
nounces that he has been given the 
title of second vice-president by Presi- 
dent Day, the appointment being con- 
firmed by the executive committee of 
the board of directors. He has had 
charge of the Society’s educational pro- 
gram, and in his new post will carry 
out that work. Two of his series of 
writings have been new Sales Manuals 
and the Policyholders’ Service material. 

Dr. Stevenson has also made a great 
reputation as a speaker before bodies 
of life insurance men. 





LIFE COMPANY FOR WICHITA 





National Savings Life Has Capital of 
$250,000; Coleman May Be 
President 





Wichita, Kansas, is to be the home 
of the National Savings Life Insurance 
Company, a corporation which has a 
capital of $250,000, The State has 
granted a charter to the following in- 
corporators: W. C. Coleman, L. W. 
Clapp, C. M. Jackman, L. L. Marcell, 
W. M. G. Howse and Robert C. Foulston. 

The executive staff has not be an- 
nounced, but it is likely that the presi- 
dent will be W. C. Coleman and that 
the secretary will be Robert C. Fouls- 
ton. Kansas will be the extent of the 
company’s territory at first, but later 
on it is expected to write business 
throughout the Southwest. 





LIFE COMPANY JOINS BUREAU 

The Pan-American Life Insurance 
Company of New Orleans has been 
elected to membership in the Bureau 
of Personal Accident & Health Under- 
writers. This is the latest company to 
join the Bureau, the membership of 
which is increasing rapidly. Life in- 
surance companies in all sections of the 
country are entering the accident and 
health field, and the executives realize 
the value of membership in the Bureau 
of personal accident and health under- 
writers. 


MRS. M. E. SINGLETON DEAD 

The death is reported of Mrs. Elsa 
Singleton, wife of President M, E. Sin- 
gleton, of the Missouri State Life.. Mrs. 
Singleton attended the Club conven- 
tions of the company last July and 
made many friends. 


INSURED FOR $750,000 
Colonel Luke Lea, of Nashville, Tenn., 
is now insured for $750,000. He is pub- 
lisher of the “Nashville Tennessean.” 
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The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World 






In Assets In Business Placed In Service to the Public 


Greatest | In Income Greatest | In Business Gained Greatest | In Reduction of Mortality .- 
In Gain of Each In Business in Force In Health and Welfare Work 









METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 









————— 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 






Business Statement, December 31, 1920 










: Assets A re Ph, Goi omer ere deter Game taper ete Aa 
| Larger than those of any other Company in the World. 
i Increase in Assets during 1920 - - - - - . = — $116,091,262.62 
H Larger than that of any other Company in the World. 

Liabilities : - : . - - - . -  $947,465,234.24 






Surplus : . . : - - - - - - $33,447,852.93 


Ordinary (annual premium) Life Insurance paid for in 1920 $1,062,389,920 
More than has ever been placed in one year by any Company in the World. 


Industrial (weekly premium) Insurance paid for in 1920 - $589,560,231 
More than has ever been placed in one year by any Company in the World. 


Total Insurance placed and paid for in 1920 - - - $1,651,950,151 
The largest amount placed in one year by any Company in the World. 


Gain in Insurance in Force in 1920 . ° < - - $1,036,360,080 
More than has ever been gained in one year by any Company in the World. 
The Company GAINED more insurance in force both in 1919 and in 1920 than 
any other Company WROTE. 




















Total Amount of Outstanding Insurance - : - $6,380,012,514 
Larger than that of any other Company in the World. 

Number of Policies in Force December 31, 1920 : - 23,899,997 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies _- - : - 2,129,326 
More than any Company in the World has ever gained in one year. 

Number of Claims paid in 1920 - - - - - 312,689 
Averaging one claim paid for every 28 seconds of each business day of 8 hours. 

Amount paid to Policy-holders in 1920 - - - - $81,257,393.70 
Payments to policy-holders averaged $556.86 a minute of each business day of 

8 hours. 






Reduction in general mortality at ages 1 to 74 in 9 years, 22.7 per cent. 
Typhoid reduction, 72 per cent.; Tuberculosis, 40 per cent.; Heart disease over 
19 per cent.; “Bright's disease, nearly 27 per cent.; Infectious diseases of 
children, over 28 per cent. 


In general reduction and for each principal cause of death this is far greater than that shown by 
statistics of the Registration Area of the United States. 


Death Rate for 1920 on the Industrial business lowest in history of Company. 
Dividends declared payable in 1921,nearly - - - - $11,000,000 


Metropolitan Nurses made 1,625,271 visits in 1920, free of charge to sick Indus- 
trial Policy-holders, including 14,667 visits to persons insured under Group 













policies. 
Metropolitan men distributed over Eighteen Millions of pieces of literature on 
health— 4 ee ee ree 






Bringing the total distribution to over 213,000,000, exclusive of C ompany’s health 
magazine, of which over 18,000,000 are annually distributed. 
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Senate Completes 
Consideration of Tax 


ow INSURANCE IS AFFECTED 





Definition of “Net Income”; Deduc- 
tions; Corporation Taxes; What 
Senator Smoot Says 





The Senate has completed its con- 
sideration of the pending revenue bill 
and the measure is now to be consid- 
ered by 2 conference committee of 
members of the Senate Finance Com- 
mittee aud the House Ways and Means 
Committe: which will endeavor to iron 
out the di‘ferences that have arisen be- 


tween th: two branches of Congress 
growing °'\t of the action of the Senate 
in materially amending the bill as 
passed by the House. 


The bill in its present form provides 
for the taxation of life companies on 
and after January 1, 1922, at the rate 
of 15 per cent of the net income from 
sources Within the United States—in- 
terest, dividends and rents. 

Net Income 


“Net income” is defined as meaning 
gross income less— 

(1) Interest from tax exempt securi- 
ties; 

(2) An amount equal to the excess, 
if any, over the deduction above re- 
ferred to, of 4% of the mean of the re- 
serve funds required by law and held 
at the beginning and end of the tax- 
able year, plus, in the case of compa- 
nies writing combined life, health and 
accident policies on the weekly pay- 
ment plan, not subject to cancellation, 
4% of the mean of such reserve funds 
(not required by law) held at the be- 
ginning and end of the taxable year, as 
the Commissioner finds to be necessary 
for the protection of the holders of such 
policies only; 

(3) The amount received as divi- 
dends (a) from a domestic corporation 
or (b) any foreign corporation when it 
is shown to the satisfaction of the com- 
missioner of Internal Revenue that 
more than 50% of the gross income of 
such corporation for the three-year 
period preceding the distribution of 
such dividends was derived from 
sources within the United States. 

(4) An amount equal to 2 per cent of 
sums held for the payment of dividends 
deferred for a period of not less than 
five years from date of the policy con- 
tract; 

(5) Investment expenses not to ex- 
ceed one-fourth of one per cent of the 
book value of the invested assets; 

(6) Real estate taxes; 

(7) A reasonable allowance for the 
exhaustion, wear and tear of property, 
including a reasonable allowance for 
obsolescence, 

(8) Interest paid on indebtedness 
other than that incurred in carrying of 
obligations or securities. In the case 
of obligations of the United States is- 
sued after September 24, 1917, an al- 
lowance may be taken in the 1921 re- 
turns equal to the difference between 
the amount of interest paid in carrying 
Such securities and that received from 
the Government. 

(9) In the case of a domestic life 
company, the net income of which is 
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$25,000 or less, a specific exemption of 
$2,000 is made. 

It is provided that no deductions may 
be made under (6) and (7) above un- 
less, where such real estate is occupied 
by the company, there is shown in the 
return of gross income the rental value 
of the space so occupied. 

In the case of a foreign life company, 
the amount of its net income for any 
taxable year from sources within the 
United States shall be the same propor- 
tion of its net income for the taxable 
year from sources within and without 
the United States, which the reserve 
funds required by law and held by it 
at the end of the taxable year upon 
business transacted within the United 
States is of the reserve funds held by 
it at the end of the taxable year upon 
all business transacted. 

Investment and Underwriting Income 
Tax 


All companies, other than life and 
mutual companies, will be taxed at the 
rate of 15% of their investment and 
underwriting income on the basis of 
the annual statement approved by the 
National Convention of Insurance Com- 
missioners. The following deductions 
will be allowed: 


(1) Ordinary expenses incident to 
carrying on business; 

(2) Losses incurred; 

(3) Bad debts in the nature of agen- 
cy balances and bills receivable ascer- 
tained to be worthless and charged off 
within the taxable year; 

(4) Amounts received as dividends 
from corporations paying taxes at the 
source; 

(5) Interest from tax exempt securi- 
ties; 

(6) A reasonable allowance for ex- 
haustion, wear and tear of property; 

(7) In the case of such a domestic 
insurance company, the net income of 
which, without the benefit of this para- 
graph, is $25,000 or less, the sum of 
$2,000. 

Exemptions 

Exemptions for foreign companies 
will be the same as provided for other 
foreign corporations to the extent that 
they are connected with income from 
sources within the United States. 

Under the heading of exemptions 
from personal returns there are includ- 
ed proceeds of life policies paid upon 
the death of the insured, and, further, 
the amount received by the insured 
as a return of premium or premiums 
paid by him under life insurance, en- 
dowment, or annuity contracts, either 
during the term or at the maturity 
term mentioned in the contract or upon 
surrender of the contract. 


The Senate has declined to exempt 
premiums paid on any life policy cov- 
ering the life of any officer or employee, 
or of any person financially interested 
in any trade or business carried on by 
the taxpayer, when the taxpayer is 
directly or indirectly a beneficiary un- 
der such policy. 


No action was taken for imposing a 
corporation income tax on farmers’ or 
other mutual hail, cyclone or fire insur- 
ance companies, the income of which 
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consists solely of assessments, dues, 
and fees collected from members for 
the sole purpose of meeting expenses. 

The provisions of existing law, with 
a few amendments thereto, are made 
applicable to mutual insurance com- 
panies, other than life companies, In 
computing net income, they will be per- 
mitted the following deductions: 

All ordinary and necessary expenses 
incurred in carrying on the business, 
including a reasonable allowance for 
salaries or other compensation for 
personal .services actually rendered, 
and rent of property when rented; in- 
terest on indebtedness, except when in- 
curred in carrying obligations or securi- 
ties—in the case of Government securi- 
ties issued since September 24, 1917, 
deduction may be made of so much of 
the interest as exceeds that received 
from the Government, in the 1921 and 
1922 reports; taxes; debts ascertained 
to be worthless and charged off within 
the taxable year; dividends from cor- 
porations on which the tax is paid at 
the source; reasonable allowance for 
exhaustion, wear and tear of property 
and for obsolescence, and, in addition, 
thereto, the following: 

(A) The net addition required by law 
to be made within the taxable year to 
reserve funds (including in the case 
of assessment insurance companies the 
actual deposit of sums with State and 
Territorial officers pursuant to law as 
additions to guarantee or reserve 
funds; and (B) the sums other than 
dividends paid within the taxable year 
on policy and annuity contracts; 

Amounts repaid to policyholders on 
account of premiums previously paid 
by them, and interest paid upon such 
amounts between the ascertainment 
and payment thereof; 

In the case of mutual insurance com- 
panies (including interinsurers and re- 
ciprocal underwriters, but not including 
mutual life or mutual marine compa- 
nies) requiring their members to make 
premium deposits to provide for losses 
and expenses, there will be allowed in 
addition to other deductions, the 
amount of premium deposits returned 
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The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was 
nearly $43,000,000. The 
amount paid to policyholders 
during the year was over 
$4,196,000. 








. For Agency apply to 
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One Hundred Million 
Dollar Mark Passed 
October First 


Each of the first nine 
months of the year 
shows a gain over the 
corresponding month 
of 1920, and October 
already shows gains 
over October, 1920. 
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to policyholders and the amount of pre- 
mium deposits retained for the payment 
of losses, expenses and reserves, 


The Senate has agreed to the repeal 
of the stamp tax on surety and indem- 
nity bonds. 


The Senate refused to consider a sug- 
gestion that the 3% export insurance 
tax be eliminated on the ground that 
to do so would invite competition for 
American companies that might drive 
them out of business. That would not 
only mean a loss of revenue, according 
.t> Senator Reed Smoot, of Utah, who 
opposed the repeal, but would seriously 
interfere with the American merchant 
marine. 

An amendment was adopted permit- 
ting consideration as exemption from 
gross income receipts of shipowners’ 
mutual protection and indemnity asso- 
ciations, not organized for profit, and 
no part of the net earnings of which 
inures to the benefit of any private 
stockholder or member, but such cor- 
porations shall be subject as other per- 
sons to the tax upon their net income 
from interest, dividends and rents. 


Mutual marine companies are re- 
quired to include in gross income the 
gross premiums collected and received 
by them less amounts paid for re-insur- 
ance. 


Corporation Tax 


The present corporation income tax 
rate is 10%. This was increased by 
the House to 12%%. In the Senate bill 
it is 15%, having been raised in order 
to permit of the repeal of the excess 
profits tax. The higher rate would be- 
come effective January 1, 1922. Despite 
the fact that the House favored the 
lower rate, there is a coterie of mem- 
bers thereof who will seek to thwart 
any effort to cause the Senate to recede 
from its amendment to 15%. 

The corporation capital stock tax is 
to be continued although the rate of $1 
per $1,000 value of the stock is in- 
creased to $2 where the total value of 
the stock is in excess of $3,000,000. 


The Senate has arrived at materially 
higher estate taxes. The bill as it was 
passed by the House provided a maxi- 
mum estate tax of 25% on the amount 
by which a net estate exceeds $10,- 
000,000 but the bill as passed by the 
Senate limits that rate to estates of 
more than $10,000,000 and not exceed- 
ing $15,000,000, and adds additional 
brackets of 30% on estates between 
$15,000,000 and $25,000,000; 35% be- 
tween $25,000,000 and $50,000,000; 40% 
between $50,000,000 and $100,000,000, 
and on the amount by which the net 
estate exceeds the latter figure a tax 
of 50% is to be imposed. 

Existing law regarding the inclusion 


of insurance in the return made upon. 


an estate is to be continued in the new 
law. ‘ 

Section 504 of the present law pre- 
scribing taxes on insurance will be re- 
pealed. Included is the tax equivalent 
to 8 cents on each $100 or fractional 
part thereof of the amount for which 
any life is insured; the tax amounting 
to 40% of the first weekly premium on 
industrial or weekly-payment policies; 
of one cent on each one dollar or frac- 
tional part thereof of the premium 
charged for casualty insurance. 

“We have abolished all of the taxes 
on premiums,’ said Senator Reed 
Smoot, of Utah, who had in charge the 
insurance provisions of the proposed 
law, “and all insurance companies will 
be put on one basis and under one form 
of taxation. The insurance companies 
of the United States have felt that the 
existing law is rather cumbersome and 
in some cases unfair. They were not 
asking for any decrease in the amount 
of tax to be collected. In fact, the plan 
which hag been agreed upon will raise 
more revenue than the existing law; 
but it simplifies it and all companies 
are treated alike, All the companies 
in the United States, as far as I know, 
have agreed to the new plan. The Sen- 


ate proposed a similar plan in 1918 but 
the House objected to it in conference.” 





———— 
— 
eae: 





CONGRATULATE WALLIS 














Fred A. Wallis, general agent in New 
York City of the Fidelity Mutual Life, 
received dozens of wires of congratula- 
tion on Wednesday morning, following 
the landslide victory of Mayor Hylan 
for re-election. Hylan won by an un- 





FREDERICK A. WALLIS 


precedented majority and Wallis was 
his campaign manager. Senator Lock- 
wood, whose legislative committee has 
been trying to stir up trouble for the 
insurance companies, and who was ryn- 
ning for a local office, was snowed un- 
der. Untermyer entered the campaign 
to fight for Lockwood and against Hy- 
lan. He had no comment to make on 
Wednesday morning on the defeat. 
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British Ideas Of 
Selling Insurance 


GIVEN 





LONDON VIEWPOINT 





Talk of Service Just As On This Side 
of Water; Women Growing More 
Active 


By L. K. C. Casson 

(Special to The Eastern Underwriter) 

The term “selling” insurance is sel- 
dom used in England. The British 
agent “effects” insurance or “places” it; 
he does not “sell” it. The ultimate 
result is the same—he gets the busi- 
ness; but he employs a different word 











John K. Clark, former counsel of the 
Life Underwriters’ Association of New 
York, running for district attorney, was 
defeated. 
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to describ? the transaction. Among 
British insurance men the expression 
“to sell” insurance is unpopulai Those 
British Companies that have branches 
in the United States use the term ip 
America, but not here. 

Several insurance men gave their 
opinion of the reasons underlying this 
difference of phraseology. Summed up 
they were:—“To sell” is a commercial 
transaction, the predominant motive of 
which usually is personal profit, while 
insurance rightly understood is a social 
service, actually of greater benefit to 


the insured and to the community than 
to the insurer. 


Views of Sir William Schooling 

Recently, Sir William Schooling, 
K.B.E., one of the mose eminent British 
authorities on insurance, in discussing 
this point, said: 

“The most conspicuous thing about 
insurance is the immense service it 
renders to the community, and yet no 
bedy ever talks of an insurance service 
in the same way that we speak of the 
Fighting Services and the Civil Serv- 
ice. The distinction probably arises 
from the fact that, whereas in recog- 


nized services the prominent idea is the 
benefit of the community (which is in 
no way incompatible with adequate re- 
muneration of individuals), the main 


idea in industry and finance is personal 
gain, which in turn is not incompatible 
with the rendering of valuable service. 

“Considering the greatness and the 
cdirectness of the Service rendered by 
insurance, it is a little surprising that 
there is no recognition of insurance be- 
ing a public service. The probability 
ig that if insurance were conducted as 
first and foremost a public service. its 
success would be even greater than it is 
at present, and the material rewards 
for those who provide the insuring ma- 
chines would be as great as, or greater 
than, now. 

“Selling’ The Buyer 

“The fact is that insurance compa 
nies too frequently regard themselves 
as being engaged in ‘selling’ insur 
ance, instead of promoting co-operation 
between policyholders for their common 
good. It is not without significance 
that the word ‘sell’ has acquired the 


sinister meaning of betraying or disap- 
pointing. Selling food, clothin<, and all 
sorts of other things is a valuable and 
necessary service to other pe ple, but 
when the process of selling is conducted 


mainly with a view to personal gain, 


and regardless of whether it is or is 
not good service (or is only mde good 
service because it is thought ‘hat this 
pays best), the selling is apt o result 
in the purchaser being ‘soi.’ The 
trader should sell the goods. not the 
customer. 

“Too many insurance me regard 
themselves as ‘sellers’ of insur. ce, and 


too many companies are pre ared t0 


‘sell’ their commodity. [I am reason 
ably certain that if the attitud of pub 
lic service were systematicall: idopted, 


the public would appreciate ‘surance 
far more than at present, 2"! would 


_ (Continued on page © 
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therein all hope for America lies.” 


the provision for his own old age. 


Vice-President Coolidge says: “Look well then to the hearthstone; 


The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out his purposes for his home 
if he dies, and it will also keep the fire on his hearth in his own old age. 

And it is an unselfish policy, for it does not shift upon his children 
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Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 
Advice on any matter relating to Life Insurance is Available at any 
time through the Agencies or Home Office of this Company. 
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Missouri State’s 


New Training School 


WILL OPERATE 
Develops Men to Run Branch Offices 
And in Several Other 


Directions 


pow «(IT 


The Missouri State Life has made for- 
mal announcement of a Practical Train- 
ing School at the Home Office in Saint 
Louis for the development of successful 
salesmen into high grade leaders in or- 
ganization work. 

* The Training School is being developed 
into a permanent Department. Graduates 
of the School will eventually themselves 
become instructors ‘and leaders in organi- 
zation work, in the meantime, serving as 


assistants to Branch Managers and in 
other capacities. The School is_ being 
conducted along most practical lines, one 


feature being constant application of prin- 
ciples. The success of the plan has al- 
ready been demonstrated in that the first 
class of men to take the training are now 
in the field doing excellent work. The 
men have received special training in Life, 
Accident and Health, and Group Insur- 
ance, For weeks they have been attend- 
ing daily lectures by experts and after 
receiving the basic principles of successful 
underwriting, spend a part of each day 
in the field applying their knowledge. 
After experience in the field, each man’s 
weak points are detected and practice 
given him to overcome them, practically 
assuring his final success as an agent. 

The Missouri State Life was one of 
the first companies to offer a free’ cor- 
respondence course in Life Insurance 
Salesmanship. This course consisting of 
14 lessons was prepared several years ago 
and is recognized as one of the most 
practical in use. Agents of many com- 
panies throughout the country have 
availed themselves of this course. The 
Company has never made any charge for 
this correspondence course and it has 
heen offered to any agent without obli- 
gation. 

The officers state that the new residence 
school is really the result of an urgent 
Company need in connection with its ex- 
pansion program, and the residence 
school, is open only to representatives of 
the Missouri State Life. The Company 


is taking this forward step, in establishing 
a practical training school for men who 
are now successful salesmen, in order to 
develop high grade leaders in organization 
work to meet a definite problem with 
which the Company is confronted in man- 
ning branch offices. In selecting men for 
the important work of leadership, the 
Company is seeking only those who have 
proved their mettle. Although the men 
selected are college trained, the big qual- 
ity is demonstrated ability and a fighting 
spirit. 

The Company has found some excellent 
material for this special work in Ex-Ser- 
vice Men who have not been content to 
return to their old work that offered 
limited possibilities. However, in select- 
ing the men the officers of the Company 
were moved from pure business rather 
than patriotic motives. They feel that 
the war brought out the qualities in men. 
The short biographies of five members 
of the first class, which appeared in the 
Company’s Weekly Bulletin, illustrate the 
point. Out of the eleven men in the first 
class, six were Ex-Service Men who had 
done outstanding work during the war. 
A brief sketch of the five men whose pic- 
tures are shown in the Company’s Bulle- 
tin indicates the type. 

Stavert Hudson, Boston, Mass. Grad- 
uate of Dartmouth College, Aviation Ser- 
vice flying in conjunction with the British 
R. A. F. Formerly in Sales Promotion 
Department of the Goodyear Tire & Rub- 
ber Co., and later manager Investment 
Service with S. W. Strauss & Company, 
Cleveland Branch. 

Robert Burns, Racine, Wis. University 
of Wisconsin, aboard: the destroyer--U. 
S. S. Sterrett, No. 27, doing convoy duty 
between Queenstown and Brest, France. 
Formerly connected with the Western Ad- 
vertising Company. 

Wastell Gray, St. Louis, Mo. Aviation 
Service. Formerly salesman with the 
Pierce Arrow ,Motor Car Company. 
Brother of .W. Ashley Gray, a very suc- 
cessful. Life Insurance Salesman, with 
anothef company. 

E. H. McKee, St. Louis, Mo. Graduate 
of Missouri Valley College and Chicago 
University. fficers Training School, 
Fort Riley, in charge of training troops. 
Lieut. McKee, formerly a teacher and 
after-the war, salesman. 

O. S. Smith, Roodhouse, Ill. Annapo- 
lis man, in service in West Indies and 
South America. 

















the years to come. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts Mutual-issued its first policy. 
From that day to this its constant endeavor has been to furnish the best 
possible life insurance protection at the lowest possible net cost. That 
it has succeeded is shown by the enviable reputation which the Company 
enjoys among those who buy insurance and among those who sell it. 
Efficient service and a square deal for everyone have been its watch-. 
words for over Seventy Years. They will be its watchwords throughout 


JOSEPH C. BEHAN, Superintendent of Agencies 
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Guardian Life 
Educational Course 


TO BE STARTED ON JANUARY 1 





Course to Be Divided Into Five Parts; 
Explained in Chicago By T. Louis 
Hansen 





The Association of Life Agency Officers 
is in session in Chicago this week. Com- 
pany plans for the education of the so- 
liciting agent was the theme of a number 
of the talks. 

One of the best of the addresses was 
made by T. Louis Hansen, vice-president 
of the Guardian, who said that that Com- 
pany now has in preparation an educa- 
tional course which it expects to inaugu- 
rate on January 1. It will be patterned 
after the Carnegie course, and will cover 
these subjects: Part 1, Guardian guard- 
ianship; part 2, principles of life insur- 
ance; part 3, life insurance salesmanship; 
part 4, Guardian life insurance salesman- 
ship; part 5, a graduate course to be given 
three months after the successful com- 
pletion of the regular course. Special 
lines and contract forms. Each part of 
the course will be printed upon different 
colored paper; punched to fit a standard 
ring binder of pocket size, and the pages 
of each division of the course will be 
numbered separately to facilitate changes 
and additions which may be made at later 
dates. 

At the end of each division there will 
be a set of questions which the student 
will be required to answer on a written 
paper to be forwarded to the Home 
Office. The answers to these questions 
will be graded according to a man’s shown 
knowledge of the subject, and advice and 
further instructions will be given where 
it is found that the points brought out in 
the lessons have not been clearly under- 
stood or. mastered. Here the Company 
will get a check on a man’s ability to 
grasp facts and upon the manager’s ability 
to impart a working knowledge of the 
business to his men. Upon the satisfac- 


tory completion of the course, followed 
by three months of work which measures 











Large Endowment On 
Man of Twenty-five 


$5,000 





PAYS FOR 2 YEARS 





Can Surrender Policy At End of Ten 
Years for $48,900; Written 
By Aetna 





The Aetna Life has issued what is 
an unusually large endowment policy. 

The policy is on a man who is now 
twenty-five years old. It matures in 
twenty-five years at which time the pol- 
icy-holder will have the option of taking 
an income of $1,000 a month for the rest 
of his life or a cash payment of $174,600. 
If he should die before he has made 100 
payments or $100,000 his family will re- 
ceive the difference between the amount 
paid and that sum. 

The premiums, of course, make an im- 
pressive figure and in order to secure the 


benefits of the policy the young man has 
to pay nearly $5,000 a year for the next 
twenty-five years. However, the cash 
value is of such proportions that he can 
surrender the policy and receive a large 
sum at the end of ten years—$48,900, and 
at the end of twenty years—$125,000. 





HARTFORD INSTITUTE OPENS 


Albert H. Yost, assistant secretary, 
Phoenix Mutual Life, was the lecturer 
at the opening of the Insurance Insti- 
tute in Hartford on Tuesday, Novem- 
ber 1. Mr. Yost spoke on “The Nature 
of Life Insurance and Its Uses.” The 
fire course opened Friday evening, No- 
vember 4, when Edward R. Hardy, as- 
sistant manager, New: York Fire Insur- 
ance Exchange, was the chief speaker. 








up to standard requirements, a diploma 
will be awarded, This diploma will be 
nicely engraved upon parchment paper, 
and will be suitable for framing. Fol- 
lowing award of the diploma and three 
months of successful sales work the agent 
will be eligible to part 5 of the course, 
which will deal with inheritance tax in- 
surance, business insurance, annuities and 
other forms of coverage. 








Confidence - Ability - Service 

The Splendid Record of the Past Year is a Challenge that will 

be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 
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Security Mutual Agents are successful | 
WHY? 


The reasons are many 
First —Our rates are right 
Second—Our policies are attractive 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 
We can give good men good territory 
interested, address 


If you are 





C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 
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How They Wrote 
Their First $5,000 


TESTIMONY OF FIVE AGENTS 





P. W. Wolfe, of Maryland Assurance, 
Landed First Case When in Col- 
lege; Other Stories 





The Maryland Assurance prints inter- 
views with a number of its producers 
telling how they wrote the first $5,000. 
The statements follow: 

Paxton W. Wolfe, Lancaster, Pa.: 

“I wrote my first life insurance ap- 
plication for five thousand dollars while 
I was in college. I entered Gettysburg 
College in 1913, determined to work 
my way through, and one of the first 
ideas I had was I should have some 
life insurance myself. I got in touch 
with an agent in Harrisburg and he 
came to Gettysburg one Saturday and 
sold me one thousand dollars of life in- 
surance. He then persuaded me to try 
to sell life insurance while I was in 
college, which seemed to me a very 
good idea, and I started out to work 
among the other students. At the end 
of three weeks I had written sixteen ap- 
plications for one thousand dollars 
each. Then a former alumnus of the 
college who was a successful life in- 
surance agent, came there for a while 
and began writing applications for two 
thousand, three thousand, and five thou- 
sand dollars. It seemed to me that I 
ought to be abie to do the same thing, 
although five thousand dollars of life 
insurance sounded very large to me at 
that time. 

“I thought I had better experiment 
with a professor as he might have more 
patience with me when I was talking 
five thousand dollars, and it would not 
embarrass me so much to submit this 
proposition to him, so after several 
evenings of rehearsal by myself as to 
what I would say in the interview, and 
after planning everything as carefully 
as I could, one evening I called to see 
the professor whom I had selected, and 
presented the proposition to him, and 
in very short order I had written him 
for five thousand dollars of the twenty 
payment life insurance—I say in short 
order because stage fright and the un- 
steadiness of my hand when writing 
the application made me get through 
as quickly as possible. That night I 
could not sleep and the next morning 
I arose feeling very chesty because I 
had written an application for five thou- 
sand dollars of life insurance, I was 
complimented by the general agent and 
the confidence that I derived from this 
experience was such that afterwards 
I was ready to solicit any man for any 
amount of life insurance protection.” 

Louis C. Joyce, Jr., Grenloch, N. J.: 

“T had been selling life insurance for 
quite some time, in small amounts, and 
among the prospects was a man with 
whom I discussed the matter casually, 
and to whom I had said, ‘I insure any- 
thing, even dogs.’ 

“A year later, after the matter had 
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entirely passed from my mind, he 
stopped me on the street one evening, 
and said, ‘If you will be home this 
evening, I am coming around.’ I told 
him I would be, and about eight-thirty 
he strolled in, remarking, ‘Some time 
ago, you told me that you insured dogs. 
I am the dog who desires to be insured, 
and I am going to leave in your hands 
just what I shall purchase, in the way 
of life insurance.’ 

“IT recommended $5,000 twenty pay- 
ment life, to which he agreed, signed 
the app, and paid the premium, and 
left me feeling so dizzy that for a while 
I didn’t know whether I had insured 
him or he had insured me.” 

Benjamin W. Flack, T. T. Tongue & 
Company, Baltimore: 

“My first real policy was in the 
amount of $10,000, so I missed the 
pleasure of writing a $5,000 policy first, 
but my feelings were just twice as in- 
tensified. 

“He was young and hadn’t been tam- 
pered with. 

“I first convinced him that he was 
on the high-road to his deathbed, trav- 
elling rapidly. 

“Then I convalesced him sufficiently 
to secure his signature to the applica- 
tion. 

“And cured him completely before 
he reached our medical examiner. 

“TI do not drink, and I’ve never used 
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A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter. 


THE PENN MUTUAL 
Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to fulj 
8% reserve 
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opium, so that I can make no compari- 
son along those lines, such as walking 
on air, etcetera. But I will say that 
Mark Anthony’s feelings when Cleo- 
patra accepted his first invitation to go 
down to the corner drug store for a 
chocolate nut sundae, were not to be 
compared with mine when I put that 
policy across.” 

Herbert S. Hale, Oyster Bay, N. Y.: 

“When I started in the game of life 
insurance I sold here $500 and there a 
$1,000. One day I sold my first $5,000. 
I'll never forget, we were sitting 
among the cracker barrels, soap 
boxes, and dill pickle tubs in a country 
grocery store: the man I was working 
on was Fire! Chief in our vicinity. He 
knew the value of life insurance and 
said he wanted $5,000 and I'll say I 
wanted that he should have it. But I 
was young and couldn’t get it across 
just then. A few months elapsed and 
he called me up and called me down 
and said ‘I want some more good life 
insurance.’ I said, ‘How much, $5,000?’ 
He said, ‘No.’ I began to feel badly, 
but I let him say it as he knew better 
than I. Then he said, very nice and 
easy, ‘$10,000,’ and so it was. My first 
$5,000 was a $10,000 application that 
opened my eyes and made me wise.” 


J. B. Lee, Philadelphia, Pa.: 
“The man who signed my first $5,000 














New York Life 


(Incorporated under the law's 


nam 


Insurance Co. 


of the State of New York) 


346 & 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 





Income, 1920 


RD seated ign pas Bie tga ne win toned eee eee” $142,672,244 
Interest and Rents................. en ade etek énvoneeiebe 44,335,004 
Other Income ..... bids we hte blnline Mee ery Tore hee I 6,782,885 

Total Income ..... mewn dunes x cu deacnmikvnbatewsen $193,790,133 

Paid Policy-holders, 1920 

CIID ogc viecc DR esata Sec aes era atursncanean $35,036,558 
SID: conc bwa'g ba cduaehbehuepale ves bie dolne-s eae aon --- 24,399,171 
ROD io SN U.0 dine de cb nhdndn Vouwes checepedode can déecécee\ SRMRLEES 
Surrender Values, etc..... RE iheededcsreyeddsnewwesh +e. 28,432,313 

Total to Policy-holders.......... Rea ous Bee eae «+++. $114,849,597 
New Paid Insurance in 1920............. pokeveteseee ae $693,979,400 
Admitted Assets, January 1, 1921........./...... eoeeess $966,664,397 
Legal Liabilities, January 1, 1921................ece0. $841,255,357 


’ Reserve for Dividends and Other Purposes............. 


$125,409,040 


Insurance in Force, January 1, 1921...................++ $3,537,298,756 





BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT 


LFRED L. AIKEN 
OHN E. ANDRUS 
RNELIUS N.°B r. 
CRORE b MORaLyOU 
HN H. FINLEY 
. FRANCIS 


A. R 

MYRON T. HERRI 
GRANGER A. HOLLISTER 
ALBA B. JOHNSON 


S. DAVIES WARFIELD 















application is enjoying a good income 


from his business, but had only $1,099 
of life insurance protection, and dig 
not feel that he needed more; he 


thought his business would take care 
of his wife and son in the event of his 
death. By pointing out the advantages 
of the accumulating values of the pol- 
icy, and explaining that it was a bond 
which increased his estate at once, that 
it was impossible for him to lose, that 
the payment of life insurance premiums 
was merely laying aside for future use 
an amount he could well spare from 
his present income, I finally persuaded 
him to give me his application for $5. 
000, twenty year endowment. The pol. 
icy was issued and I am now trying to 
get him to take $5,000 more of the 
same,” 





“THE FAMILY FINANCIER” 





A New Folder Being Sent to Field 
Representatives By Mutual Life 
Insurance Co, 





“The Family Financier’ is a new 
folder that we are sending to the Field. 
The purpose is to give you effective 
help in using the budget argument with 
men who say they haven’t the money 
and can’t pay even their present month- 
ly obligations. Little good is likely to 
be accomplished by indiscriminate mail- 
ing or peddling of this new form. Much 
good is sure to result from a face to 
face use of it and from getting yourself 
invited to participate in a budget coun- 
cil in the prospect’s home. Used right 
“The Family Financier” will acquaint 
you with your prospect’s insurance 
needs and financial resources. It will 
gain for you his confidence. It will give 
you the inside track. It will make pos 
sible your becoming the family’s life 
insurance counsellor now and for s0 
long as you keep in touch with them. 
Study the felder.and plan carefully how 
you shall use it. 





Fred. E. LeLaurin 
works in a lonely terri- 
tory in Arkansas for the 
Mutual Life. Not long 
ago he was riding along 
a road through the woods, and he no 
ticed two young men chopping wood in 
a near-by farm-yard. Suddenly a chip 
flew up and just missed one of the lads. 
Instantly the phrase, “Double Indem- 
nity,” leaped to the top of Mr. LeLaur- 
in’s mind. He stopped and showed the 
two boys the advantages of Mutual 
Life policies and of this particular pro 
vision. The result was that the trio at 
once proceeded to the examiner's office 
—a long distance away. The examina 
tions were satisfactory, and the policies 
were issued and delivered. A second: 
ary result has been that the young men 
are so pleased with their policies that 
they have helped Mr. LeLaurin to write 
additional business in that locality. 
“To an agent who had no nose for 
life insurance possibilities, or only 4 
slightly developed one, that fiying chip 
would not have become, instantly, 4 
convincing messenger of protection to 
those farmer boys,” says Second Vice 
President Dexter. “The nose for pros 
pects is developable by use, just a8 any 
other faculty is. Watch alertly for life’s 
flying chips as you move about from 
hour to hour—they often lead straight 
to the dotted line—and the more you 
watch the more you will see and p 
ably use.” 


Lesson From 
Arkansas 
Incident 
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‘. 
British Id Honesty of Most Importance, Says the policy is fatal. Granted a sound fresh. With men and women of leisure 
of Selling Insurance Lioyd’s Maa company and a clear policy, the first I use the gradual approach and give a 


(Continued from page 6) 
fnd it int@resting to take an active 
rt in promoting the extension of in- 
suratice in all its forms.” 
this vieW i@ gaining strength, and 
thefe is & SYowing tendency to estab- 
lish higher Btandards in insurance. 


Tries for New Business 

A. G. L. Sladen, secretary in London 
of the NorWich Union Fire Isurance 
society. heartily endorsed Sir William's 
osttion. Ernest A. Noteutt, principal 
of & Arm of iNsurance brokers in Canon 
street is actively advocating finer me- 
thod’ of doing insurance business and 
a general recognition of insurance as an 
jmportant social service. 


“9 sell Or not to sell,” being dis- 
posed of, Mr. Sladen discussed tie- 
thodé of gétting fire iiisuraiicé busiiieds. 


“We are not keen on diverting busi- 
ness froiti Othe? cOmipaniés,” he said. 
“wea alway® try to get new business. 
Divétélon @réates nothing; it is only 
juggling with business already existing. 
Our Agents are constantly watching for 
new buildings, new shops, new enter- 
prisés of every sort. My rule in regard 
to fité instifanee is: ‘You can’t get in 
too early.’ I drill that idea into all my 
men. 


“There are two or three main princi- 
ples that make for success in insurance. 
First of all one must represent a sound 
conéern. A good company’s best adver- 
tisetients are not displayed on posters, 
but Arte in the claims department. 
Prompt and fair settlements make a 
good reputation. 


“Ii doing business my first rule is: 
‘Nevét také Offence. Good nattre is 
your best weapon and once you take 
offente it is Zone. Politeness is cheap 
and véry Valuable. If you meet rude- 
ness With courtesy you are making a 
friend. I have always found that if a 
man is rude and his rudeness is not 
resented his conscience will waken and 
after a time he will want to atone. 
Then the good-natured agent gets the 
business. 


“Another rule is: ‘Make your face 
familiar wliéther a man wants to see 
you of not.’ I remember a man on 
whom I used to call often, although he 
was alWay8 riide to me. I never showed 
any résentment and in time he grew 
to cotisidet me almost a friend. One 
day he gave te a little bit of business, 
then troré atid more, finally he gave 
me all he Had, which was a great deal. 

“Personality and a sound concern are 
the ésdentials. A reliable man repre- 
senting a reliable company and honestly 
considering the interests of all will cer- 
tainly maké @ success.” 


Each Salesman Different 


A. P. Caley, London manager of the 
Life Office of the Norwich Union, was 
at first reluttant to discuss his busi- 
ness. Hé cdtisidered that methods of 
effecting inSurance were so personal 
that One mati’S experience would be of 
little assistahee to another. 


“Every mati,” he said, “naturally de- 
velops his 6Wh methods which are abso- 
lutely rvtsétidl and sometimes unique. 
Another iat) with a different person- 
ality, t:ying those methods would. fail. 

ery case, , has its features. No 
two pooplé ean be approached in ex- 
actly {ie Same way. 

“Thy most important principle for 
compa'y and agent is absolute honesty. 
Busine:s must be built on confidence. 
At prevent the general status of Brit- 

insurance agents is not Ligh enough 
for the chataeter of the business. In- 
surance’ mét must insist on higher 
Standa’is. Of ethics, education and 
train{:. We meed agents who are ex- 
There ought always 
4 ff r of young men being 
ined for future work. 
ment here to purify in- 


Surance methods and to establish stand- 
ards by 6 , which will, I be- 
lieve, do for insurance.” 


William Henry Wish who has been 
with Lloyd’s for thirty-seven years, and 
has hafidled insurance of every kind 
said, “In training youtig men, my fitst 
ifistruction is: ‘You must be straight.’ 
Without a doubt honesty is the best 
insurance policy. Cotpany, broker and 
agent must rely updp absolute honesty 
for the suécess atid growth of their 
businéss. The best advertisement is a 
satisfied client. Most of my busiiiess 
has always come from personal intro- 
ductions from satisfied clients, delighted 
with prompt settlemetits and the ab- 
sence of hagéliiig. 


“Having always been with Lioyd’s 1 
aii familiar with every type of ifsur- 
ancé and have had some funny’ expe- 
riehdés. Péople come:to Lioyd’s to in- 
sure everythitig from a big ship to a 
watch or ring. Otie mati asked to have 
his wife insured against twins, a tend- 
enéy to Which was in the family. He 
thought the premium proposed was too 
high and declined. Then the wife had 
twins! 


“Successful insurance business is 
built on principle and personality—but 
principle first. Lloyd’s have always 
recognized this and have very high 
standards for membership. There is a 
severe ballot and men are often reject- 
ed. The demands are constant, any 
man in Lloyd’s, whether subscriber, 
member or substitute, who does a shady 
thing, is at once asked to resign. For- 
tunately these standards are gaining ac- 
ceptance in the insurance world.” 


A Woman Agent 


Miss B. T. Cochrane a successful rep- 
resentative of the Guardian Assurance 
Company made a brief summary of the 
resvits of her experietice. 

“The basis of success,” she said, “is 
absolute honesty. The policy must be 
definite. It must be perfectly clear 
what the policy covers. Any subterfuge 
or double meaning in the wording of 


necessities are an attractive person- 
ality, an open mind and persistence. 
One of our best agents has the most 
friendly manner and a sunny disposi- 
tion. He makes friends of all his 
clients. He is a young ex-service man, 
and he works largely among ex-service 
men, with the happiest results. Three 
times, lately he has been best man for 
clients, and next Sunday he is to be 
godfather to a very youthful future 
client. His interest in the men he does 
business with is so keen, and sincere 
that he turns them all into personal 
friends. 


“It is very import to be open-minded 
and deadly to get into a rut. You must 
keep up with the new ideas or you will 
get left behind. One must be able to 
study the disposition of the prospective 
client—a little psycho-analysis is not a 
bad idea—and quick to suit the argu- 
ment to the case. 


“It is difficult to present life insurance 
becausé men don’t want to talk about 
death, especially their own death. I 
always adapt the argument to the cir- 
cumstances. To a rich man I talk of 
death duties, which are such a heavy 
tax on the estate and which can be met 
by insurance. To a poor man I picture 
the awful conesquences of leaving his 
dependents unprovided for. In both 
cases I draw attention away from the 
man himself to his affairs or his family. 
If he is absolutely afraid of death I 
propose endowment insurance and fas- 
cinate him with the idea of enjoying his 
own insurance. Persistence is every- 
thing, but it must be tactful. My best 
plan is to put the idea in the man’s 
mind, and persuade him he thought of 
it himself. 

“With a business man I use the direct 
method. He has no time to waste so 
I get to the point at once and leave 
the figures with him. I follow the inter- 
view with a brief letter covering the 
points, and call while the matter is 
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—Group Department. 
assist the Agent. 








It didn’t “just happen’’ 


The more than $100,000,000.00 of New Business written by 
the Missouri State Life Field Men in 1920 is the result of 
several very well defined causes, a few of which are given 
below. This great achievement was made possible 


—Liberal and Adaptable Policy Contracts both 
non-participating and participating. 


—Provisions for Sub-Standard Risks. 
—Extension of Limit on one Life to $300,000. 
Home Office Specialists 


—Sales Service Department. 
—Liberal Contracts to Agents. 








A 1921 Forward Step—Accident and Health Department 


In our Expansion Program, just started, we 
have room for well equipped leaders. Nego- 


tiations Invited. 


MISSOURI STATE LIFE 











Insurance Company 
M. E. Singleton, SDENT RS Home Office 
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social touch to the interview, in the 
style of the Latin countries. To be 
alert and adaptable is all-important.” 


From a Chief Inspector 


One of the chief inspectors of the 
Alliance Assurance Company, who did 
not wish his name used, said: 


“A wide experience of men and affairs 
and a broad outlook are important fac- 
tors in success. One of the best insur- 
ance men I know in London has had a 
most picturesque career. For years he 
was a rolling stone. He was in the 
South African Police, then he was an 
American cowboy and now he is a 
branch manager in one of the leading 
British life companies. He has knocked 
around all over the world and he knows 
men. 

“Personality counts. I believe in 
making friends of your prospects in a 
sincere, quiet way. It is a fallacy to 
think the ‘irresistible,’ hypnotic manner 
is successful. It never brings convic- 
tion. But to study your prospect’s na- 
ture, circumstances and needs and do 
the very best for him, will make him 
your friend. 

“Always aim at big business, and 
think in big figures. It takes as much 
effort and sometimes more to effect a 
policy of £100 or £200 as one of 
£10,000. In fact the man of small 
means sometimes takes longer to make 
up his mind because the matter is of 
relatively greater importance. 

“At present there is a good insurance 
argument to offer Americans. Owing 
to the exchange they can now get a 
£4,000 policy for the price of £3,000. 
Of course it should be paid in one, or 
a few premiums, while our money is 
low.” 

Another representative said: “Get 
in close personal touch with your pros- 
pective client. We are not machines, 
We are men, and we like the personal 
interest. Business is based on charac- 
ter and disposition. Get your client’s 
confidence, convince him you are a de- 
pendable sort of person, that he can 
rely on what you say and then make 
good.” 


Study Your Clients 
Miss Edith Beesly, organizer and head 


of the Women’s Department of the 
Standard Life Assurance Company, 
said: 


“Study the interests of your clients. 
If you can do a client a good turn, in 
any way, never miss the chance. Alert- 
mess and promptness are of tremen- 
dous importance, but nothing is so valu- 
able as taking a sincere interest in 
others. I have had the experience of 
approaching a woman for business, find- 
ing her out of employment and estab- 
lishing her as an agent. I consider that 
the insurance business is of the utmost 
importance to the welfare of society 
as well as of the individual, and I work 
with that idea in view, in each case 
making a personal application of a so- 
cial prineiple. Not that I often, or per- 
haps ever, state it that way. But the 
idea underlies my work. For instance, 
England is now worrying about her ‘sur- 
plus’ women. Why? Because so many 
of them are a burden on their rela- 
tives. Give all of them a good job and 
an insurance policy and they will be an 
asset to the country and a joy to their 
relatives. I’m doing my little bit to 
bring this about.” 





MINDS HIS OWN BUSINESS 

Agent Alfred S. Smith, Amherst, Wis., 
has a very emphatic answer to Question 
1, Iesson 24, Correspondence Course, 
Equitable Society. 

Question—Is it wise to attack com- 
peting companies? 

Answer—Absolutely no. The only 
business an agent should have is to sell 
his own Society’s insurance. I never 
made a dollar in my life interfering 
with other people’s affairs, I have all 
I can do talking Hauitable. My time ig 
more than occupied. 
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LIVE HINTS FOR BUSINESS GETTERS 





’ Practical Suggestions to Help the Man With the Rate 
Bock Increase His Income and General Efficiency 
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H. B. Nelles, man- 
Ten ager of The Pruden- 
Commandments tial in Los Angeles, 





For Agents has written ten com- 
mandments for 
agents. They follow: 


1. Thou shalt not wait for something 
to turn up. While you delay, the other 
fellow beats you to it by turning it up. 

Thou shalt not be careless in 


dress. A good personal appearance is 


a strong letter of recommendation. 

3. Thou shalt have no excuse for 
non-production. There can be no excuse 
for not getting business, if you hustle 
and show the low-cost Prudential pol- 
icy. 


4. Thou shalt not be 
idle, waiting to be told 
how to do business. Do 
it the best way you can, 
and you will improve 
with the practice. 

5. Thou shalt not do 
anything to lower thy 
self-respect, nor the high 
standard set by the com- 
pany. As a man is known 
by the company _ he 
keeps, so also is a com- 
pany known by the men it keeps. 

6. Thou shalt not steal the other 
man’s time by being late for appoint- 
ments. He values time, even though 
you may not. Be prompt, keeping en- 
gagements to the minute. 

7. Thou shalt not fail to live within 
thine income. If ends don’t meet with 
seven hours’ work, join them with the 
extra commissions easily earned be- 
tween 7:30 and 8:30 p. m. through sell- 
ing your neighbors Prudential policies. 

8. Thou shalt not be too modest or 
diffident. Blow your own horn, and for 
you ’twill prove a horn of plenty. It 
pays in our business to keep in evi- 
dence. Show the goods. 

9. Thou shalt not be afraid of the 
man who represents wealth. The com- 
pany whose representative you are has 
more millions than he ever saw. Brace 
up! You are bigger than you thought. 
It makes a man feel big when he’s with 
a big concern. Our company is it. We 
have what he wants. 

10. Thou shalt not succeed, if a drift- 
er. The other company may offer a 
good-looking bait in an extra of some 
kind, but it is invariably more than off- 
set by detrimental features. The drifter 
loses force with every change, but the 
agent who uses the motto “This One 
Thing I Do” wins every time. Stay 
put. 





George R, Craft, Bankers 

Card of Life agency manager at 
G. R. Crafts, Cleveland, Ohio, displays 
Cleveland in his office a card bear- 
ing an unusual message 

which has attracted considerable at- 
tention. It reads: “If you want to lose 
a customer and a friend, sell him goods 
on time, wait six months for your 


money, then ask him for it and see him 


get mad.” 








PROVIDE FOR FAMILY 

The “fly in the ointment” of married 
life is not in the little tiffs and contro- 
versies that inevitably arise, but it is 
the crime of bringing a family into the 
world and then failing to make proper 
provision for its members. If I were 
not a preacher I would be an insurance 
agent. There are three things which 
@ man ought to know when he is dying. 
He ought to know that he is at peace 
with God. He ought to know that he 
has really done and suffered something 
for the other fellow. He ought to know 
that his loved ones are provided for to 
the best of his ability—Rev. Dr. BE. C. 
— of St. Louis in talk to Rotary 

ub. “ 


woes ~~ 


I have one old argument 


A that I possibly use more 
Good in the selling of life in- 
Argument surance than all others 


put together. In fact, I 
am very partial to it. It is that eighty- 
five men out of every hundred at the 
age of fifty are worth less than a thou- 
sand dollars. 

I call the prospects’ attention to the 
fact that if they make a success in life 
from a financial standpoint they must 
do that in the productive years, and if 
they do succeed from a financial stand- 
point, the paying of the life insurance 
premium is of no consequence. On the 
other hand, if they should have reverses 
and misfortunes, the money they have 
saved by means of life insurance will 
tide them cver.—J. M. Andrews, in John 
Hancock Notes. 
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The following table 

Income Under shows the amount of 
a $10-a-Month guaranteed instalments 
Policy annually and excess in- 
terest earnings on Life 

Income policies, providing for payment 
of $10 per month to the beneficiary. 
The figures for a larger monthly in- 
come are easily obtainable by multi- 


plication. Prepared in the Darby A. 
Day Office, Chicago: 
c=) 
| 33a 
bd ws a 
© ., oh om 2 
S88 S8ase 88 
FI go> HeEES Boge 
S 8s MSbss Beg 
saa = be 
o sau oe 
pS a $120 $120.00 
2nd _ ... 120 plus $22.34 142.34 
me wwe 21.46 141.46 
4th ae. * 20.54 140.54 
5th eee 19.58 139.58 
OUR. 5. .5 2 18.62 138.62 
Tee. ta dae. 2 17.62 137.62 
8th Te ile 16.58 136.58 





Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Soathern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 





JOHN G. WALKER, President. 
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ee, 








| 














Se 02. 15.53 135.53 
19th 2... 1 “ 14.41 134.41 
188-02 300 * 13.32 133.32 
AML sees See 12.14 132.14 
i eerie | vatkee 10.94 130.94 
ps RPP ae: tag 9.72 129.72 
Re | Rae 8.45 128.45 
| PND > Sher 7.15 127.15 
i ee lie 5.81 125.81 
oo eee: ie 4.42 124.42 
an... ss BO 2.98 122.98 
aes ae 1.51 121.51 

$2,400 “ $243.12 $2,643.12 





*$10.00 per month for remainder of life. 


The above table, of course, is based 
upon the interest rate now used in the 
calculation of dividends, and no assur- 
ance can be made that the same rate 
of interest will apply in the future. We, 
however, have no reason to believe that 
there will be reduction in the excess 
interest earnings. 





AGENTS MUST RENEW BUSINESS 


To stress the necessity for conserving 
life insurance already on the company’s 
books the Missouri State Life has 
changed the rules governing eligibility 
to membership in the $100,000 and 
Quarter-Million Clubs, by requiring 
every agent to write not only the speci- 
fied new insurance but also renew 75% 
of his previous year’s club business. 
The building up of permanent business 
is the company’s aim and the Missouri 
State Life has adopted the method de- 
scribed to limit the number of lapses 
on one year old policies. 


Improved Disability Provision 


Claim may be made us soon as disability occurs—no pzobationary 


period. 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 





. tury’s greatest crim 


Agent Colton Wrote. 
Policy. in Jail 


MAN ARRESTED FOR’ SPEEDING 





Used Cell Chair for Desk; Then Appl. 
cation to Get Prisoner 
Released “ 





The agent of the Guardian Life; who 
won an important prize in the ''@ssay 
contest of that company by telling how 
he wrote the sheriff while in jajl, is 
not the only life man who .produced 
business under somewhat simila? cir. 
cumstances, Here is the’ éxperiente of 
George T. Colton, of the Massachusetts 
Mutual in Portland, Ore.; oa 

“Some months ago I, met, a. young 
mechanic, who was helping support his 
mother and sister. He had no insur. 
ance and was putting all his, spare 
money into a motorcycle, ,, That, motor- 
cycle looked better to him;than a, Massa- 
chusetts Mutual policy. , Being :anable 
to convert him, I gave “him: ney: card 
and suggested that he call'me up when- 
ever I could be of service ‘to’ him: 

“About a month later'the telephone 
rang, and there was my prospect ask- 
ing for a ‘friendly act’ for*himself. He 
said that he had beenwarrested for 
speeding, and that the judge ‘had fined 
him $25. As he had no Mioney;' he had 
been sent to jail. Coul@ ‘I ' help ‘him? 
T’ll be right over,’ I said) The ‘jailor 
let me into the cell, andl, found some 
blue speeder, who wished, he, never had 
seen a motorcycle. aa ei 

“He told me his troubles... said, 
‘Frank, a Massachusetts Mutual policy 
hasn’t so much speed, but ,it’s, a, darn 
sight safer than a motomreycle,’ He 
agreed with me, so I sat,,on; the jail 
floor, used the one chain/im the ‘cell for 
a desk, and wrote out ‘his application. 
He signed it, and then T’'wetit into 
court and appealed the’ Gage ‘1 used 
the application as evidetite, 'THe judge 
agreed that the mother needed protec: 






tion with a son like hers, '/I''suggested 
that the boy be released! and his ma 
chine kept for thirty days so, ‘that he 


could save the $25 to pay for, his insur- 
ance. . It was done. 

“When we got outside’ tle "jail, Frank 
asked what we were going, to do next. 
I answered, ‘Carry out the judge's sen- 
tence of seeing the doctor’) Dr. Dod 
son examined and passéd@'him, and the 
policy is now in force. |\"Wait'ti!! I get 
a millionaire arrested!”''’''' 


HH iaiA 





ACTUARY REDSTONE, HONORED 

The Puritan Life Insurance Company 
announces the election'/of' Henry S$. 
Redstone as assistant secrétary of the 
company. Mr. Redstone has beon with 
the Puritan Life sincé 1914) when he 
assumed charge of the actuarial and 
policy department of the \tompany. He 
was elected to the position of actuary 
in February, 1920,,which, office he still 
retains. A BABI 








TTT 
FRENCH INSURANC SCANDAL 
French insurance companics have 








been swindled by Henri, Gerard, scion 
of a family well knowm/im/Paris. The 
newspapers call him ifthe cen: 


poisoned women for in 
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Makes Fine Record 


As Brooklyn Producer 
g, 8. VOSHELL HOLDING LEAD 





Metropolitan Manager Famous: for 
Length of Service, Personal Pro- 
duction and Trainer of Men 





Life insurance executives may come 
and life insurance executives may go 
with some degree of frequency in 
the William Street hive but over in the 
prooklyn insurance district they are 
apt to stay right on the job until they 
attain an age ripe with wisdom accu- 
mulated through a half century or so 
of experience. 

Take, for instance, Sam §. Voshell, 
manager of the Metropolitan’s branch 
at 6 Third Avenue. Born in the sfate 
of Delaware, he is 66 years of age and 
has been right in his one line of busi- 
ness since 1880, first with the John 
Hancock and since 1894 in his present 
position. In all that time not a week 
day has passed that has not produced 
an income, his only layoff through ill- 
ness having been through a spell of 
typhoid during which his income con- 
tinued. With the sole exception of Con- 
rad B. Dykeman, manager for The Pru- 
dential in Long Island City, he believes 
he has been in industrial insurance for 
a longer continuous period than any 
other official, certainly than any that 
have made any notable record in that 
line. 

Sound as a nut, bright, buoyant, Mr. 
Voshell lets no necessary detail get by 
him and yet he is always ready and 
able to cope with the bigger matters 
with which his position requires him 
to deal. Besides running the office Mr. 
Voshell is one of the production wizards 
of the Metropolitan, there being only 
one man ahead of him in the Empire 
State, and that a graduate of his own 
office, and only ten in the entire United 
States and Canada. Getting better all 
the time, too, instead of beginning to 
slip, 

In serving as a Metropolitan man- 
ager in one district continuously for 
21 years Mr. Voshell has won another 
distinction, one rare among executives 
of this company, for it is the Metro- 
politan’s policy to transfer its man- 
agers from one city to another when 
their “peak”? appears ‘to have been 
passed. Only progressive gains as 


large as could be expected from the in- 
fusion of new blood can explain the 
exception made in his case. 

Certainly the gain has been striking, 
the insurance in force in the ordinary 
department having risen from $48,000 
in 1894 to $13,000,000 at the present 
time. In addition millions have been 
transferred through the creation of 
other districts. Originally in charge of 
territory embracing one-third of Brook- 
lyn and with 140 men on his staff the 
present office, operating with only 50 
persons in a much smaller but of 
course vastly more congested field, pro- 
duces in both ordinary and industrial 
departments three times as much busi- 
ness as in the old days. 

As a trainer of managerial and other 
high executive timber Mr. Voshell 
stands probably without a peer for one 
in his position, no less than twenty 
Metropolitan managers, having grad- 
uated from his office. Many of these, 
he takes pride in telling, are getting 
more money than he is, his hat being 
off especially to D. G. 8. Sinclair, man- 
ager of the Murray Hill branch office, 
who as a producer stands first in New 
York State and second in the United 
States, being the leader alluded to 
above. 

This gift for bringing others to the 
front was still more strikingly shown 
by Mr. Voshell back in his Boston days 
with the John Hancock outfit, his for- 
mer aids including a vice-president, 
superintendent of agencies, superin- 
tendent of agencies in the ordinary de- 
partment, and an assistant secretary. 
Also, and still more remarkable, he 
placed a superintendent for the com- 
pany in every city and town having a 
branch office east of New York, this 
including the whole of New England; 
this was also true of the Buffalo ter- 
ritory. 

According to a personal testimonial 
paid by the then president of the John 
Hancock it was the record-breaking pro- 
duction achievements of the Boston 
office under Mr. Voshell’s management 
that prevented that company from aban- 
doning the industrial field. During the 
period of his service from 1884 to 1894 
the increase in this business was from 
$448 weekly to $12,000. 

Of course, all this means that Sam 
Voshell is more than merely an astute 
business man. Certainly he is that but 
combined with it he is that big-hearted 
sort of a chap whom everybody likes 
to see for about the same reason they 
like the sun to shine. Warmth, cheer 
and buoyancy radiate from his per- 
sonality and evoke a corresponding re- 
action in others, This is recognized in 
Metropolitan circles generally and 
whenever a chairman is needed at the 
annual metropolitan district dinner, 


























MR. SUCCESSFUL LIFE INSURANCE AGENT: 


Do you want to secure a General Agency for yourself? If so, read 
this, it is 


WORTH KNOWING 





Policy, will be paid. 





A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the 


SECOND, that in case of death from any ACCIDENT, $10,000, or 
double the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the insured at the rate of $50 
PER during such disability, but not to.exceed 52 weeks, after 
which the weekly indemnity will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? And 
why should any man be satisfied with a policy that would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. Twenty Payment 
Life, $167.10. Twenty Year Endowment, $235.10. 


United Life and Accident Insurance Co. 


Home Office, United Life Building, Concord, New Hampshire 


and that’s of course once a year, or 
when honors are to be paid to or by 
president or vice-president, Voshell 
usually is called upon to take the chair 
as the creator and dispenser of good 
feeling. 

Imbued with a high sense of civic 
responsibility Mr. Voshell uses his op- 
portunities which his position affords 
to aid to the utmost many a good work 
in Brooklyn and he does direct service 
for the Caledonia hospital as vice- 
president, trustee and chairman of the 
finance committee. He is a member of 
leading civic and social organizations, 
getting much of his personal business, 
unsolicited, from and through his host 
of ‘club cronies, and also, he sometimes 
pursues the pellet on the Lido Golf Club 
links. For four years he was president 
and six more secretary of the Delaware 
Society of New York. 

Finally he is the proud daddy of two 
sons, each of which has won success in 
his chosen field, and a married daugh- 
ter. Walter 8. Voshell, the eldest, got 
ten years of Metropolitan training, be- 
ing much of the time in responsible 
positions in the home office. He is now 
sales manager for Bachrach’s chain of 
portrait studios, the largest enterprise 
of its sort in the world. In his three 
years of service their income has risen 
from $300,000 to more than a million in 
1920. The other son is S. Howard Vo- 
shell, famous from coast to coast as a 
tennis crack, being among the coun- 
try’s ten leaders in that sport. 

Mention also must be made of Jona- 
than K. Voshell, manager of the Balti- 
more branch of the Metropolitan and 
one of the outstanding men of the in- 
surance business. In the fact that he 
inducted this brother into insurance 
along with other stars mentioned Mr. 
Voshell takes especial pride. 





THE VISIBLE DOLLAR 

It’s the fashion to stand hind-legged 
and complain about the iniquities of 
taxation. The life insurance compa- 
nies paid an aggregate tax in 1920 of 
$32,248,747. A sizable portion of this 
vast sum of policyholder’s money was 
levied by petty authorities who know 
nothing of the economic position of life 
insurance and who are accustomed to 
snatch at any dollar that is unfor- 
tunately visible.—Points. 





PURITAN LIFE PROMOTIONS 
W. S. Gedfrey, formerly cashier for 
the Puritan Life Insurance Company, 
is now in charge of the company’s re- 
newal department. This department is 
maintained in order that the company 
may give attention to the individual 
needs of policvholders and for the pur- 
pose of conserving business. Earl M. 

Pearce has been appointed cashier. 


WHAT INTERESTS COMPANY 





Northwestern Mutual Sums Up Some 
Trends of Business Noted at Re- 
cent Meeting 





Here are some of the things that in- 
terested the Home Office of the North- 
western Mutual Life at the recent 
meeting of general agents of that com- 
pany: 

Concerted efforts are being made to 
reduce the mortality. 

New agency organization is to be 
largely confined to the northern states, 
under the general agency system and 
with emphasis on more full time agents 
under exclusive contract. 

A prominent agent strongly and elo- 
quently advocated a civil service rule so 
that all future general agents would 


be promoted from the Company’s own 
ranks. 

Plans for establishing an exchange 
service, so that general agents will re- 
ceive notice when policyholders move 
into their territory. 

These points were just taken at ran- 
dom from the rather brief and some- 
what severely “edited” notes of the 
convention. 





ANOTHER BIG GROUP 


Announcement is now authorized of 
the adoption by the: American Chain 
Company of an Equitable Group Life 
Insurance program covering fourteen 
plants. The coverage selected was a 
service plan running from $500 to $1.- 
000. The main plant is located at 
Bridgeport, Conn., with plants at vari- 
ous other points throughout the coun- 
try. The American Chain Company is 
the leading maker of chains in Amer- 
ica, and is best known, perhaps, as 
the manufacturer of the Weed Non- 
Skid chain. 

This large group will rival in size 
and importance that of the Endicott- 
Johnson Corporation, leading shoe 
manufacturers, with nine plants at John- 
son Citv and Endicott, near Bingham- 
ton, N. Y., which selected the Equitable 
on August Ist to carry its’ group dis- 
ability insurance program. 





BREAK CHICAGO RECORDS 


The October business of the Chicago 
agencies of the Equitable Society ex- 
ceeds that for any previous month in 
both number of completed applications 
and volume of business forwarded. The 
business written for the month exceeds 
$8,000,000, represented by more than 
1,000 completed applications. 








Hartford 
1846 


life insurance. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Seventy-Fifth Anniversary 


shows 


an unsurpassed record of liberal 
and upright dealing in service to its 
policyholders and unswerving de- 
votion to the highest principles of 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
86 Fulton Street, New York City. 
Clarence Axman, President and Editor; 
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Manager; Edwin N. Eager, Associate 
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5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 








MR. LOUDON’S RESIGNATION 

The unexpected resignation of Hugh 
R, Loudon as United States manager 
of the Liverpool & London & Globe 
leaves a void. His counsel will be 
missed by many. Seldom has any busi- 
ness developed such a courteous, help- 
ful, delightful personality. A virile fig- 
ure, a loyal, consistent worker he was 
at the zenith of his powers and the 
underwriting world will miss him much. 





AGE, PLEASE? 

After all the nice things that have 
been said about Jesse S. Phillips is it 
possible that he has been guilty of a 
lack of gallantry? From ihe life com- 
panies employing women agents come 
protests of the New York Department’s 
new agents’ license questionnaire, 
which among other questions asks 
“How old are you?” It is not permis- 
sible here to jot down as they do at 
the polling places, “Over 30’; while 
one woman agent who wrote “born in 
the twentieth century” did not get by 
with the lynx-eyed men of the depart- 
ment. Aren’t the bothers of the women 
agents severe enough that this extra 
one should be added? 





THE RED BOOK OF FIRE AND 
CASUALTY SALESMANSHIP 

With this issue of The Eastern Un- 
derwriter appears the Red Book of Fire 
and Casualty Insurance Salesmanship, 
which is to be an annual number. In 
it are gathered a large collection of 
sales talks, experiences and educational 
matter which will stimulate production 
by telling agents and workers what 
others are doing and which also throws 
light on side line and other features 
of the business. 

The Red Book can be read to advan- 
tage by experienced solicitors as well 
as by the tyro. It is fitting that there 
should be such a publication as the 
sales end of the business has not been 
emphasized by the business press as 
much as it might be. The full glare of 
the calcium has been thrown on the 
underwriting and personality end of in- 
surance, but there can be no underwrit- 
ing or personne] chan.zes unless there 
is business coming into the offices, and 
many pages of the Red Book are de- 
voted to chronicles of unique business 


Substitution An Evil 
In Life Insurance 


NOT FAIR TO ALL CONCERNED 





Northwestern Mutual Life Discusses 
Question in Heart to Heart Talk 
With Agents 





That substitution is an evil in the 
life insurance business is the text in 
the current issue of “Field Notes,” pub- 
lished by the Northwestern Mutual Life. 
The instructions to agents of this Com- 
pany are that substitutions shall be cut 
to the minimum. Substitutions in gen- 
eral are bad for the body of policy- 
holders, for the individual invdived and 
for the agents themselves. In discuss- 
ing the subject the Company starts 
with this illustration: 

In the course of the interview’ the 
policyholder inquired about the cash 
surrender value of his old policy, and 
was told the amount. After several in- 
terviews the agent obtained an applica- 
tion for a new $5,000 Ordinary Life pol- 
icy, but the applicant informed him 
that he had decided to surrender the 
old full-paid policy for its cash value. 

The new policy was issued and de- 
livered in due course, the old one was 
surrendered and the agent, because he 
had done considerable work on the 
case and had not advised the surren- 
der, claimed full commissions. 

“Now let us examine this case from 
several angles,” the Northwestern says. 
“The Companv issues quite a variety 
of policies with premiums scientifically 
adjusted to the benefits granted, Twen- 
ty years ago this man presumably 
picked the Twenty Payment Life form 
as best suited to his needs and plans. 
The actuarial calculations were based 
on the assumption that the policy would 
be carried for not only twenty years, 
but for life. The policy ran for twenty 
years, it was full-paid, no loans or en- 
cumbrances, it was entitled to future 
annual dividends, it had paid its way 
and had renaid all acquisition expenses. 

“Now what have we? A new policy 
of the same amount, at a greatly ad- 
vanced age, subject to the usual heavy 
expenses of new business. 

“Carried to the ultimate, such prac- 
tices would result in rewriting all our 
business every, ten or twenty years, 
with no increase in amount in force, 
but a doubling and trebling of expenses. 

“We do not mean to imply that 
there are not two sides to the substitu- 
tion question. The agent will argue 
that the work entailed is great. that the 
new policy should be treated just as 
though it were on another life not al- 
ready holding a policy in the Company, 
etc. etc. 

“The argument can be continued in- 
definitely, with many good points on 
both sides, but let us point out a few 
angles that are sometimes overlooked. 
Agents are paid for their work by com- 
missions on new business, but this is 
merely an arbitrary and customary way 








achievements, as well as to discussion 
of questions which face the producer 
in his every day work. 

Of the many interesting stories in 
the edition not the least important is 
the testimony of former policyholders 
in a busted reciprocal, men who have 
been stung, who have had enough of 
that form of indemnity and who say 
“Never again.” It is first-hand testi- 
mony which will aid agents in their 
fight on a group of concerns which are 
frequently careless in their literature; 
often misleading and occasionally down- 
right untruthful. 


of fixing their compensation. It does 
not mean that they have no duties other 
than writing new business, nor that 
they should receive full commissions on 
all business written. An agent helps 
settle death claims and endowments, 
aids in making policy loans, collects 
premiums in some cases, gives informa- 
tion and advice on policy contract pro- 
visions, suggests option settlement en- 
dorsements, etc., all without thought 
of commissions or fees: An agent will 
spend days and weeks on a competi- 
tive case and sometimes lose, but won’t 
think of making a demand on the Com- 
pany for commissions on the business 
he lost. Why then demand a commis- 
sion on business that is substituted and 
which is clearly not of benefit to the 
Company equal to the commission ex- 
pense demanded? 


Practice of a Few Agents 


“This leads into a discussion of the 
practice of a few agents in encouraging 
the surrender of full paid life contracts. 
The Company’s records show that one 
out of every six Twenty Payment Life 
policies is discontinued at about the 
time it becomes full paid. Part of this 
may be chargeab'e to wrong methods 
at the time of the original sale in em- 
phasizing the twenty year cash value 
or in giving the impression that the 
policy is a semi-endowment. Part of it 
may be due to agents who are over- 
zealous to write new business on old 
policyholders and some may be due to 
a mistaken theory that the Company 
doesn’t care and isn’t particularly in- 
terested in the continuance of full paid 
policies. 

“All of this is wrong, You are doing 
the policyholder, the Company and your- 
self an injustice in advising the surren- 
der of paid up policies. 

“If you believe in and recommend 
Limited Payment policies, be sure your 
initial sales arguments are correct and 
also do your part in tiding old policies 
over the dangerous period immediately 
following the last premium. payment.” 


REVENUE DECISION 

The “Pacific Mutual News” advises 
agents of that Company of the following 
important decision of the Bureau of In- 
ternal Revenue: 

“An officer of a company borrowed 

from the bank without collateral a sum 
of money for use in his business. Sub- 
sequent to receiving the loan he was 
requested by the bank to take out term 
insurance to protect the loan, which 
was done. The company of which he 
was an officer is in no way a beneficiary 
under the policy. 
‘ “It is held that since the insurance 
was taken oul by the taxpayer for the 
sole purpose of protecting the bank 
from which he had procured a loan, 
the premiums paid on the policy con- 
stitute an allowable deduction in de- 
termining net income subject to tax, 
even though the insurance was not tak- 
en out until after the loan had been 
completed.” . 








George L. Dickinson, formerly of 
Hartford, now of Los Angeles, Cal., 
sold the first Connecticut General and 
one of the first group insurance con- 
tracts ever issued. “The Hartford 
Courant” bought it. That was back in 
1912. Group insurance was new and 
nobody, not even the insurance compa- 
nies, knew much about it. Mr. Dick- 
inson breezed into “The Courant” office 
one day and asked for the business 
manager. “How would you like to be 
the first newspaper in the United States 
to provide group insurance for your 
employees?” he asked. In return he 
was requested to quote the cost. That 
was beyond the limits of the agent’s 
knowledge but he promised to find out 
if possible. An officer of the company 
was consulted. He didn’t know either. 
Finally somebody sent the agent back 
to the paper for details concerning 
names, ages and occupations of em- 
ployees, and rates were figured. It 
was a satisfactory rate to everybody 
concerned, and the contract was bought 
and sold. 
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ARCHIBALD KEMP 





Archibald Kemp, vice-president and 
managing underwriter of the Cleveland 
National Fire, of Cleveland, is one of 
that school of underwriters trained 
literally from the ground up. Under 
his management of the under writing 
of the Cleveland National Fire, wisdom 
and efficiency enter into the conduct 
of its affairs which is quickly made eyvi- 
dent to anyone who visits the home 
office of this company or has dealings 
with it or any of its representatives, 
Mr. Kemp has had a general underwrit- 
ing experience, having handled under. 
writing matters covering the area of 
the entire country from a company 
standpoint as well as having been an 
efficient and successful local agent and 
field man. He started in the business 
with the Providence-Washington in Chi- 
cago. For thirteen years he was with 
the Union of London under Hall & Hen- 
shaw, during which time he traveled 
in both Eastern and Western territory. 
Following the retirement of the Union 
of London from the United States, Mr. 
Kemp became general adjuster at Chi- 
cago for the Northern of London. In 
1909 he joined the forces of the Cam- 
den Fire Insurance Association as home 
office general agent at Camden. In 
November, 1914, he became general ag- 
ent and managing underwriter of the 
City of New York Insurance Company. 
Later, Mr. Kemp joined with Charles 
E. Wickham in the New York agency 
firm of Wickham & Kemp, and no small 
méasure of success attended their ac- 
tivities in this field. Taking up the 
underwriting management of the Cleve 
land National Fire, Mr. Kemp has ad- 
hered to those principles which were 
thoroughly tested through the training 
which fitted him for the position. 


* * * 


Dr. Lee K. Frankel, vice-president of 
the Metropolitan and director of the 
welfare department of the United States 
post-office department, was amonz those 
severely shaken up in the train crash 
of a Washington bound Pennsylvania 
train with a Long Branch local near 
Manhattan Transfer in whi Post- 
master-General Will Hays an‘ Chiet 
Postal Inspector Simmons _ incurred 
minor injuries on Friday morning of 
last week. They returned to ‘his city 
where Mr. Hays, whose should:'s were 
badly lamed, had an X-ray pictie taken 
which showed that no bones were 
broken. The party was returning 0 
Washington following an investigation 
of the big mail truck robbery when the 
accident happened. It was die to 4 


dense fog. 
am * * 


E. R. Hardy has declined ‘he offer 
of the Underwriters Associatio: of New 
York State to be secretary. 
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Loudon Quits When 
. In Prime of Life 


RESIGNATION CAUSES REGRET 





His Friends Are Loyal and Countless; 
Will Raise Citrus Fruit 
in Florida 





When Hugh R. Loudon, United States 
manager of the Liverpool & London & 
Globe and president of the Star, in- 
formed some friends aifew’ days ago 
that he intended to retire from the busy 
marts of insurance in order to devote 
himself to cultivate citrus fruit in 
sunny Florida where he has a grove 
with his brother there was just as much 
surprise among underwriters as there 
would be among financiers if it were 
announced that the young president of 
the National City Bank or the young 
president of the Stamdard Oil Company 
had“ resigned and Wall. Street was 
to know them no more. It is true that 
occasionally a man in his prime down- 
town decides to rest on his laurels and 
take it more or less easy, vide George 
W. Perkins, but it is the exception and 
not the rule. “Lucky man” is the uni- 
yersal comment. 

Work As Field Man Stood Out 

Of course, Mr. Loudon is not a strip- 
ling in business by any means. He is 
merely one of those fortunates whose 
cheerfulness and urbanity and spirits 
and sane manner of living make him 
appear much younger than he really is. 
To tell a secret, Mr, Loudon has been 
in the insurance business more than 
thirty-five years. During all of that 
time he has accumulated friends until 
now he has a fine choice and large col- 
lection; or, to express it more sweep- 
ingly, everybody is his friend; and so 
among other sentiments heard when 
his resignation was announced was one 
of great regret in his going. Men of 
Mr, Loudon’s stamp are somewhat rare 
and add greatly to the prestige of any 
business. Practically all his, life has 
been spent in insurance; he has 
breathed its very essence, and if that 
is the kind of a man which the calling 
develops, why it can’t be so bad. 

Mr. Loudon first came into contact 
with insurance in Minneapolis and his 
first experiences were with the mutuals. 
Later, he went on the road for the Lan- 
cashire, and in 1894 with the L. & L. 
& G. with which company he was a field 
man for fifteen years in the West be- 
fore being called into the Western De- 
partment. As a field man he could have 
had the very shirt off an agent’s back. 
It was his habit to go into their office, 
balance their books for them, help them 
on risks, and be a real aid. It was no 
wonder they welcomed him. He stood 
aces up with the examiners, too, and 
everybody else in the Western Depart- 
ment because it was his custom to 
send in little maps and other details 
about risks although his routine work 


Fire Insurance Department 





did not require him to do so; and his 
agents paid on the dot—never any 
derelictions. As an executive he was 
just as good, and there wasn’t much 
surprise when he came East in 1916 
to be associate deputy manager. When 
Henry W. Eaton retired he succeeded 
him as manager. 
A Splendid Manager 

Mr. Loudon made just as good an im- 
pression in the East as he did in the 
West. He sat in at meetings, quiet, 
courteous, thoughtful—and his counsel 
and judgment were good. Although he 
accomplished just as much work as 
any other chief executive he never 
seemed hurried, and it was a pleasure 
to make him a visit; nor did the visitor 
take advantage of his courtesy, 

General manager Lewis, of the L. & 
G. is in this country, and to him falls 
the task of naming Mr. Loudon’s suc- 
cessor. 

Two high posts in the insurance busi- 
ness are now vacant—the managements 
of the Royal and the L. & L. & G. 





HOBBS ON QUALIFICATION 

At the recent meeting of the Massa- 
chusetts Association of Insurance Ag- 
ents held at the Boston City Club the 
Edson §. Lott testimonial was endorsed. 

Commissioner Hobbs discussed agen- 
cy qualification bills. He did not think 
very highly of examinations as a test 
of an agent’s qualification as it gave 
no indication of moral fitness. If his 
department was big enough to handle 
the matter he did not object to the 
examination so much, but what he did 
object to was making the commissioner 
subject to the order of courts, when 
appeal was allowed to the latter in the 
case of objectionable agents. It would 
mean, said the commissioner, that he 
would be ordered all over the state to 
appear in each individual case which 
went to the Supreme Court on appeal 
and he wouldn’t have time to do any- 
thing else, if the appeals were very 
numerous. He said it was hard enough 
for him now.to be compelled to dismiss 
the black sheep without adding to the 
work. He thought the Department 
amply able to give final dismissal to 
any objectionable agent and he would 
strike out the forms of appeal allowed 
in the agency qualification bill. 








WANTED 


Wanted one copy each of 
the bound volumes of the 
Spectator for the years 
1917-1918, and price on any 
previous years. Write 
P. O. Box 1082, St. Joseph, 
Mo. No objections if have 
been used, but must not be 
damaged seriously. 
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THE 


TOKIO 


MARINE AND FIRE INSURANCE COMPANY, Limited 














UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, 


NEW YORK 


—THE AUTOMOBILE— 


INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 


$8,171,905.10 


SURPLUS TO POLICYHOLDERS 


$3, 124,512.36 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 
Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 
Floater, Fine Arts. 








Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 

















1841 5 


[surance (0. 


or NEw HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 


























LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


. Commonwealth Insurance Co. of New. York 
London & Scottish Assurance Corporation 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 0063-0064-0065 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. 

Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 

Detroit F. & M. Ins. Co. of Mich. London & Scottish Assu. Corp. 
(Casualty) Indemnity Ins. Co. of N. A. 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 


Firemen’s Ins. Co. of New Jersey 
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We hear a good deal of talk in insur- 
ance circles these days about that rath- 
er indefinable thing known as “Service” 
which the man in the field is often 
ready to supply after a catastrophe 
occurs and once in a while in advance. 

Yes the service which an agent can 
sometimes render, particularly if he is 
intelligent, friendly and “on the job” 
is subject to broad ramifications and 
doesn’t always deal with Insurance 
per se. 

Listen to this, for example: 

A ‘while ago I was talking with the 
head of a very large retail jewelry con- 
cern in a western city. 

During our conversation I said, “In a 
business like this you must carry a big 
wad of insurance of many kinds and I 
would think the agent who handled it 
would earn a very handsome thing in 
commissions.” 

“He does,” replied the jeweler, “and 
he earns it,” 

“Gives you good Insurance Service, 
does he?” I remarked. 

“Sure he does,” replied the jeweler, 
“but he does a lot more for us than 
that. You see it’s this way. 

“We used to place our insurance with 
several agents and brokers and one of 
them, a young chap lately started, had 
a@ small line of our plate glass stuff. 


“One day, several years ago, he came 
into my office and said, ‘I know a 
woman—a widow—she’s got all kinds 
of money and.is just dippy about pearls. 
She wears ’em in rings, pins and brace- 
lets and I think she’s going to buy a 
pearl necklace besides. She and my 
sister used to be chums at boarding 
school and I know her pretty well my- 
self. She lives at such and such an 
address. Why don’t you send a sales- 
man out to see her—here’s my card. 
I’ll write a note of introduction on it,’ 
and he did. 

“Well, to make a long story short, we 
sent a man to her home and when we 
finally got the deal through she had 
purchased a necklace worth $200,000 
on which we made a very tidy sum in- 
deed. She has since become one of our 
best customers and has brought many 
of her wealthy friends here likewise; 
altogether it has meant a big increase 
in our sales and profits and all on ac- 
count of that plate glass insurance 
chap. 

“I guess you can anticipate the rest 
of the story—that youngster now han- 
dles our entire line. We had a direc- 
tors’ meeting a few months after the 
necklace sale and I proposed that we 
take this action. 

“There wasn’t a dissenting voice and 
we just told him to take care of one 
policy after another upon expiration, 
for the chap represented a great big 
company writing multiple lines and was 
actually on to his job.” 


And after he finished the story and 








Incorporated 1849 


Metropolitan Fire Agent 
C. G. Smith 
1 Liberty Street 


Service Department 


I Liberty Street 

















Geo. A. Hill, Jr., Special Agent 





Cash Capital $2,500,000.00 


SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


New York Offices 


General Marine Managers 


Talbot, Bird & Co., Inc. 
63-65 Beaver Street 


Metropolitan Auto Agent 
Leslie D. Forman 
75 Maiden Lane | 
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MATCH CARTONS DISPLAY WARN- 
ING 
Canadian Manufacturers Afford Exam- 
ple Which Tobacco Packers of U. S. 
Refuse to Profit By 





At the request of the Dominion For- 
est Service the largest match manufac- 
turers in Canada (The Eddy Company 








as I walked out of the store, glancing 
into show cases containing a million 
dollars’ worth or more of flashing 
jewels, I suid to myself— 

“And some insurance solicitors are 
lost in wonderment as to how other in- 
surance solicitors build up a big busi- 
ness.” 
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Actual market value for all securities 





D. H, Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Ass’t Sec’y. 
John A, Snyder, Secretary 


THE 
MECHANICS 
INSURANCE CO. 
ef Philadelphia 
Organized 1854 
Statement January 1, 1921 
ASSETS AND LIABILITIES 
Capital ..........$ 600,000 


Reserve Reinsur- 
ance Fund....., 1,465,929 
Reserve all other 
liabilities ...... 159,357 
Net Surplus ...... 564,541 


Total ............$2,789,828 
Policyholders Surplus, $1,164,541 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, HN, J. 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
| ee $1,250,000 


Reserve Reinsur- 
ance Fund ..... 5,191,079 


Reserve all other 


liabilities ..... . 1,205,347 
Net Surplus ...... 2,086,742 
GEE. aca a 40 same . $9,733,168 


Policyholders Surplus, $3,336,742 











iy 


H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t. Sec’y. 


THE 
Girard F.& M. 
INSURANCE CO. 
of Philadelphia 
Organized 1853 
Statement February 16, 1921 
ASSETS AND LIABILITIES 


Capital ...........$1,000,000 
*Reserve Reinsur- 
ance Fund ..... 2,295,788 


*Reserve all other 
liabilities ....... 


Net Surplus ...... 
Total ............$4,006,570 


Policyholders Surplus, $1,449,841 
“As of December 31, 1928. 


60,940 
449,841 














Loyal to friends and loyal agents 
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Ltd., Hull, Que.) now enclose fire haz- 
ard warnings concerning smoking and 
matches in their match cartons. By 
way of contrast, says the National Fire 
Protection Association’s News Letter 
match. and tobacco manufacturers in 
the United States do not even acknowl. 
edge communications on the subject, 
Meantime the fire waste for 1921 prom. 
ised to exceed that of 1920, which was 
$500,000,000. Three additional nationa| 
organizations that have passed resoly- 
tions on the subject addressed to tobac- 
co interests are: The National Conven. 
tion of Insurance Commissioners, In. 
ternational Association of Fire Engi- 
neers and The Railway Fire Protection 
Association. 





CAPT. D. C. CALKINS DEAD 





Son of Jacksonville General Agent; Had 
Been Ill For Several Weeks 
With Pneumonia 





Insurance men everywhere felt a 
sense of personal loss by the sudden 
death in Waco, Tex., of David C. 
Calkins, son of Frederick C. Calkins, 
general agent in Jacksonville for a num- 
ber of fire and marine companies. Mr. 
Calkins left Jacksonville six weeks ago 
on account of his health and reports 
were encouraging until Saturday of last 
week when pneumonia which he con- 
tracted proved fatal, 

Mr. Calkins made a splendid record 
in the World War being a first lieutenant 
in the Third Division, 38th Infantry, 
Company G. He was wounded in action 
and captured on July 15, 1918 in the 
second battle of the Marne. On Novem- 
ber 11, 1918, Armistice Day, he was re 


leased and returned to France, later: 


serving with the army of occupation. 
He returned to the States in December, 
1919, and since that time has been an 
executive in the office of F. C. Calkins 
& Company. 

The late Captain Calkins was a first 
class insurance man and had many 
friends in the insurance fraternity. 
His father has been prominent in the 
Southeast for more than thirty years, 
in his early career having been special 
agent for the Northern. 





LYONS CONVALESCING , 
J. Edgar Lyons, president of the Ohio 
State Conservation and Fire Prevention 
Association, and state agent for the 
Camden, was removed to his home last 
week from Grant Hospital, Columbus, 
where he underwent, two weeks ago, al 
operation for stomach trouble. Mr. 
Lyons is much improved and attending 
physicians are. much encouraged and 
hopeful of a complete recovery. 


SELLERS HONORED 

T. B. Sellers, manager of the Ohio 
Inspection Bureau, has been elected 
president of the Scioto Country Club, 
at Columbus. This is one of the two 
leading clubs of the kind in the city, 
and with “T. B.” at the helm, should 
forge rapidly into the lead for s0¢ 
supremacy. 
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| ct Davenport 
Tread of Boston Board 


4 MAN OF BROAD OUTLOOK 








Formerly in State Legislature, Where 
He Advanced Cause of Fire 
Prevention 





Alfred Davenport, of William E. Dav- 
enport & Son, Boston, an important 
insurance firm of that city, has been 
elected president of the Boston Board 
of Fire Underwriters. This election 
will prove a@ popular one as everybody 
likes Al Davenport. If it is permissible 
to end a sentence with a preposition it 
could be stated emphatically that he is 
a man who could be banked on, his 
word when given being carried out. 
He also has the happy faculty of seeing 
things just as they are. If he uses 
smoked glasses at all it doesn’t affect 
his vision, Best of all, Mr. Davenport 
js not a selfish individual and while he 
ig a good business man he respects the 
rights of others and he believes firmly 
in cooperation as evidenced by his 
faithful attendance of the conventions 
of the National Association of Insurance 
Agents. 

For the past five years he has attend- 
ed the annual conventions as represen- 
tative of the Boston Board. He has 
been honored by the National Associa- 
tion in being made chairman of the Fire 
Prevention Committee and at the pres- 
ent time is ‘serving as regional vice- 
president for the New England States. 
He has been a member of the execu- 
tive committee of the Boston Board of 
Fire Underwriters for the past four 
years and is thoroughly familiar with 
the problems of that Board and it has 
its share. 

Twenty years have elapsed since Mr. 
Davenport went into the insurance busi- 
ness and he is one of those lucky indi- 
viduals who had a liberal education in- 
cluding that of a law school training. 
He went in as an agent and a member 
of the firm. During this period he in- 
creased his stature by serving as a 
member of the Massachusetts Legisla- 
ture where he picked up an acquaint- 
ance with most of the prominent 
men in that state. Having studied law, 
sat in a law-making body, and acted as 
a juror, his legal judgment should be 
0. k., which it is. , ; 

If he has a hobby of any kind it is 
fire prevention work and, in this con- 
nection he introduced a .number of 
measures at the State Capitol which 
have become laws. %; 





AN EVER-PRESENT HAZARD 
No locality is free from the wind- 
storm hazard. The middle west has 
been visited with particular frequency 
by tornadoes, heavy losses having been 
experienced in Iowa, Ohio, Kansas, Neb- 
raska, Missouri, Illinois, Oklahoma, In- 
diana, Wisconsin and other middle 
western states, says the Aetna Life. 
Hurricanes have also taken a heavy 
toll of lives and property in the Atlan- 
tie and Gulf states. Even where wind- 
storms do not reach the proportions of 
a tornado, hurricane or cyclone, there 
are windstorms of sufficient frequency 
and violence to be a source of sub- 
stantial losses and the fact that certain 
sections have, in the past, escaped the 
path of high winds is no guarantee that 
they will continue to be fortunate in 
the future. In point of fact, there is 
Searcely a city or town that does not 
suffer some damage from high winds at 
some time during the year and there is 
no time during the year when the dan- 
ger isnot present. Although spring and 
summer bring the atmospheric condi- 
tions which tend to produce the spec- 
r tornado losses which receive 
Widespread publicity, it is likewise true 
the insurance companies pay some 
of their largest claims following the 
Straight-blow storms which occur dur- 
ing the fall and winter, both in coast 
and inland states. 



















c 


ab CASH CAPITAL 
IE «= $12,000,000 


ORGANIZED 
1853 





BE TIMELY 


If there is any business where timeliness of 
sales effort plays a prominent part in the 
salesman’s success, surely insurance is that 
business. 


Of course, the far-sighted individual doesn’t 
need to be reminded about the necessity of 
fully insuring himself against financial loss, 
but many indeed there are who put off 
action until some local disaster provides the 
jolt needed. 


A wise local agent never overlooks an oppor- 
tunity to “cash in” on local or national fires 
or other catastrophes which carry a lesson 
to the uninsured. 








HE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 








NEW YORK OFFICE: 56 CEDAR STREET 





Aircraft, Automobile (Complete Cover in Combination Policy) 
Earthquake, Explosion, Fire and Lightning, Hail, Marine 
(Inland and Ocean), Parcel Post, Profits and Commissions, 
Rain, Registered Mail, Rents, Rental Values, Riot and Civil 
Commotion, Sprinkler Leakage, Tourists Baggage, Use and 
Occupancy, Windstorm. 





STRENGTH REPUTATION SERVICE 























Press Agents Spring 
Yarns on Insurance 


TALES OF FREAK POLICIES 





Griffith’s “Two Orphans” and Story of 
Turkey for President Latest of 
Many Such Cases 





Insurance is in for another flood of 
publicity. Operating so long in the 
obscurity to which the romance and 
sensation loving public always has rele- 
gated matters that appear dry, statisti- 
cal and hard to understand, the under- 
writing world was somewhat bewildered 
by the sudden glare of its first bath of 
pitiless publicity in the administering 
of which Untermyer enacted the role 
of the old woman of the soap “ad” who 
vigorously pokes into a grimy ear as 
she exclaims “You Dirty Boy.” 

But the reaction from the Untermyer 
attacks is now seen by most of the 
leaders in the insurance world as being 
of benefit to the business, since it 
brought insurance to the attention of 
the public and accustomed the under- 
writer executives to the full glare of 
newspaper publicity. As a result insur- 
ance stands sloughed of a great accu- 
mulation of barnacles that formerly 
cumbered its progress and in possession 
of a great deal more of credit for its 
achievements in the way of public serv- 
ice rendered to communities the length 
and breadth of the United States. 

But the Untermyer stories certainly 
carried a bitter sting in their tails and 
the counter attacks were expensive. 
So it is a relief to be able to record 
that the new tide of publicity let loose 
upon insurance is of a character rather 
the reverse of unpleasant and also that 
it is not costing anybody a cent. The 
fact of the matter is the press agent has 
recognized that insurance offers an al- 
most virgin and unlimited field of ex- 
ploitation in the advertising of heir 
theatrical and other publicity-needing 
clients and enterprises and accordingly 
they have thrown themselves upon the 
underwriting world with loud cries of 
joy. ‘ 

But in this case it is not all fake. 
In fact the stories for the most part 
contain more than germs of truth, 
But the stories do not suffer on that 
account, rather the reverse. Thus it is 
that almost every paper one picks up 
nowadays has stories about the secur- 
ing of insurance on moving picture 
stars or executives, moving picture en- 
terprises, films, performing dogs, per- 
forming ravens, baseball pitchers’ arms, 
singers’ vocal cords, runners’ leg ten- 
dons, rain insurance, amusement enter- 
prises, and so on with the end far out 
of sight. It will be remembered that 
when the American and Columbia bur- 
lesque wheels started out for the sea- 
son and a strike seemed imminent at 
all the theaters the news that all con- 
cerned had secured insurance made 
interesting reading. 

The difficujty in finding out just 
where truth ends and the press agent’s 
imagination begins is well shown in the 
latest of these stories. Let the New 
York “Times” tell it: 

“For a proper screen presentation of 
‘The Two Orphans’ a real snow storm 
is needed, for only on the stage can the 
two orphans be lost in a fall of paper 
snow. So vitally necessary is it that 
there be a real snow storm that D. W. 
Griffith, Inc., who is engaged in pro- 
ducing ‘The Two Orphans’ at his studio 
in Mamaroneck, has just taken out an 
insurance policy for $25,000 to insure 
against the loss that failure to snow be- 
tween now and Nov. 20 would entail. 
Just how much snow the policies spect- 
fy must fall was not made public. 

“The policy was issued through Frank 
Wilson, a broker, of 1,476 Broadway, 
who divided the $25,000 risk among 
eighteen companies. It was explained 
recently by A: L. Grey, General Man- 
ager of the company, that if there is 
no snow storm in the vicinity of Mamar- 
oneck before Nov. 20 the company will 
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be put-to great financial loss. and in- 
conven’ +nce. Contracts of several of 
the pri.cipals in the production expire 
on that date. Many of the lesser lights 
will also drift to other studios. Uniess 
it snows or the company is held to- 
gether by new contracts, it will be im- 
possible to produce the play except by 
engaging another cast and ‘shooting’ 
all the scenes over again, The Direc- 
tor says that it would ruin an otherwise 
good production to substitute paper for 
real snow. 


“According to Mr. Grey, insurance 
men say this is the first time a policy 
has been written in America for a snow 
storm. Many have been written against 
a storm.” 


Isn’t that a peach of a yarn? Also it 
may be all true. When The Hastern 
Underwriter called at the office of the 
broker named Mr. Wilson was out but 
an associate said that while the story 
had a real press agent flavor and while 
he himself would not guarantee its ac- 
curacy, he did know that Griffith would 
consider a snowstorm just now worth 
a’ hundred thousand dollars. and its 
failure to materialize in the near future 
would cost him more than that. It was 
stated that Mr. Wilson is not an insur- 
ance broker and that if the insurance 
has been placed it was not with regular 
underwriters, but with interests identi- 
fied with the financing of moving pic- 
ture and other theatrical ventures. 


It was stated that Griffith was put to 
a heavy loss: while producing “Way 
Down Hast,” inthis case also through 
the powers of the air refusing to co- 
operate in due season as expected. One 
of the scenes in “Way Down East” is 
the breaking of the ice jam, and Griffith 
was delayed one entire year because 
the ice jam didn’t materialize at all at 
the location he picked out and where 
it never had: been known to fail before. 


The appearance of the “Times” story 
has brought several inquiries on freak 
insurance to Mr. Wilson’s office. One 
inventor of. a snow-removing device 
telebhoned in to say that his machine 
was ready to operate all last winter but 
there wasn’t a single snow storm of any 
account. Unless there is a four-inch 
snow this winter he will lose heavily 
and he asked if he could be insured 
against loss that would result should 
no heavy snow fall between Jan. 15 and 
April 15. At the suggestion of The 
Eastern Underwriter one of Mr. Wil- 
son’s associates will take the matter 
up with London Lloyd’s. 


Another instance of a possible press- 
agenting is given by a long yarn in 
“The World” the other morning, under 
a two-column head. This tells how Tom 
Taggart has come to the aid of H. W. 
Mason of Crystal Springs, the famous 
turkey fancier, by underwriting the gob- 
ler which is being fattened for the 
Thanksgiving Day feast of President 
Harding. According to this yarn Mason 
tried in vain to get the insurance from 
the companies. 


And that’s the sort of free advertising 
that insurance is getting in great abun- 
dance these days. How do the blink- 
ing owl eyes of William Street like it? 





AUTOS SOLD ON TIME 


The activities of the various automo- 
bile financing companies, which have 
caused more or less trouble for the 
automobile insurance companies, will be 
materially affected by a decision of the 
Supreme Court of the United States 
The court holds that automobiles sold 
on time, for which the purchasers have 
given notes, are assets of the pur- 
chaser so far as any bankruptcy pro- 
ceedings are concerned, and, further, 
that any money obtained from the sale 
of such machines can be used by the 
trustee of the bankrupt for the benefit 
of his creditors. 


In the case at issue the Grinnell, 
Iowa, Overland Company sought to re- 
cover an automobile which had been 
sold an Iowa farmer on time and who 
became a bankrupt. 





Films Show How To 
Cut Freight Damage 


WILL INTEREST UNDERWRITERS 





N. Y. Central Illustrates “The Lost 
Millions” for Education of Ship- 
pers ard Railway Employes 





The freight claim department of the 
New York Central Railroad, appreciat- 
ing the important place in educational 
work that the motion picture has at- 
tained, is using the silver screen in an 
attempt to reduce the huge economic 
loss, amounting to $100,000,000 a year, 
that is caused through loss or damaged 
freight. Two striking films have been 
made, one, in two and a half reels, en- 
titled ‘“‘Lost—One Hundred Million Dol- 
lars,” and the other “The Lost Mill- 
ions.” 

The first named picture is designed 
especially to show the shipper how he 
can help to prevent many of the in- 
stances of lost or damaged freight 
which harass him and cause delays and 
otherwise hurt his business. The oth- 
er. film is made primarily for the in- 
struction of railway employes, particu- 
larly in freight departments. It shows 
how the employe can do an important 
part in keeping loss and damage claims 
down. 

It does not need to be pointed out 
that educational efforts such as this 
are of great interest to all underwriters 
of goods in transit, and it would seem 
that co-operation in the production of 
these pictures where they will do most 
good could be afforded by insurance 
men and associations to the railroad. 
Information concerning the films can 
be obtained at the freight department 
offices, 466 Lexington Avenue, New 
York City. 

The shippers’ film opens with a view 
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of the Grand Central Terminal and 
then shows a representative of the 
Manufacturers’ Association of America 
visiting the freight claim agent. He 
tells the railroad official that' he has 
been delegated to investigate the enor- 
mous losses sustained by shippers 
through lost and damaged freight. Af- 
ter some intervening scenes the inves- 
tigator is shown watching operations 
at the freight houses at Syracuse, Cleve- 
land and other places. 

Striking examples of freight properly 
and improperly packed are shown in a 
series of interesting scenes. One set 
of scenes points out to the shipper Why 
he should refuse to accept a car unless 
it is suitable for his commodity. For 
instance, a car whose floor is oil-soaked 
would be likely to ruin a shipment of 
flour in sacks, Simple ways in which 
a car can be made fit for transporting 
a commodity are illustrated. Scenes 
taken at Weehawken show how much 
sturdier many import packages are 
than packages intended for export. The 
transfer of freight from railroad cars 
to a lighter and then to a trans-Atlantic 
steamship is pictured to show the bat- 
tering it has to undergo. The film ends 
with a scene showing how the railroad 
is trying to do its part to cut down loss 
and damage. 

The other film opens with scenes in 


Wood-Fourth Insurance Agency 
GENERAL AGENTS 


ARROTT BUILDING, PITTSBURGH, Pa, 


C. M. LOWRIE, Pres. 
JOS. WINGERSON, Sec’y. 











H. A. LOGUE 


Chairman 
EDW. A. LOGUE, Vic °-Pres, 
H. C. NIEHAUS, Trea;. 
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=! 
a freight claim warehouse at Tacuse 
where one of the periodica auction 
sales of damaged freight is in | rOgress 
Then follow a large number ot scenes 
depicting proper ways of hand 1g ship. 
ments and of storing them so they wij) 
not be damaged if the trai: makes 


paces oa oy The importance of 
accurate and legible billing is oe 
sized. —_ 

The films were prepared with the 
approval of Vice-Presidents Hardin and 
Crowley, under the supervision of a 
committee headed by R. C. Calking ang 
including Ira H,,Hubbel, James H. Hus- 
tis, Jr., G. M. Comlossy, P. F. | oleman 
and R. W. Andrews. The actuaj work 
of production was handled by the Rot- 
hacker Film: Manufacturing Company 
and supervised by F. O. Tait, district 
claim agent at Syracuse. 





CLOSES AUTO DEPARTMENT 

The Concordia Fire, of Milwaukee 
has decided to discontinue writing auto. 
mobile insurance and to close the auto- 
mobile underwriting department, a¢. 
cording to reports coming from Mil. 
waukee. C. W. Haynes, manager of 
the department,. will remain with the 
company. It is said that the unsatis. 
factory results on motor vehicle risks 
prompted the step to cease further 
writings. 





“The Leading FIRE INSU 


WM. B. CLARK, President 
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Losses Paid over $195,000,000 
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minent Atlanta ; 
” Insurance Man Dies 


CAREER OF GEORGE W. ADAIR 








Father of Famous Boy Golfer; Never 
Missed a “Tech” Football Game; 
Sidelights 





In the passing of ‘George w. Adair, 
prominen: Atlantan, who died at his 
Druid Hills home about 8 o’clock Sat- 
urday morning, Atlanta and. the South 
Jost @ veteran realtor, a prominent in- 


surance man, and a nationally known 


rismal. 4 
ae Adair was vice-president of the 
Adair Realty and ‘Trust Company, which 
succeeded the real estate firm of For- 
rest & George Adair some years ago, 
and merge the insurance, loan and real 
estate interests into one concern. 

As a realtor. Mr. Adair was regarded 
throughout the South as a final author- 
ity, but it was perhaps as a sportsman, 
that he was loved and best known. An 
ardent lover of golf, he founded the 
Druid Hillis Club in Atlanta in 1913 and 
was the chief factor in making it one 
of the important courses of the South. 
His oldest son, Perry Adair, is one of 
the country’s leading golfers, and at 
the present time holds the Southern 
championship. 

Mr. Adair was a loyal supporter and 
pooster of Georgia Tech’s Golden Tor- 
nado, and never missed a Tech foot- 
pall game when his physical condition 
permitted it, so the touching tribute 
paid his memory Saturday afternoon 
was most appropriate. While the fif- 
teen thousand spectators who had gath- 
ered for the annual Tech-Clemson con- 
test, stood with bared heads and misty 
eyes, the Tech band played solemnly 
the old time hymn “Lead Kindly Light 
—and at the close, the bugle corps»of 


the institution sounded forth the clear, — 


mournful notes of “Taps”—a last tribute 
to the man whom the entire student 
pody loved and respected. 





Walton H. Griffith, special agent of 
the Norwich Union, in Georgia and 
South Carolina, who was in New York 
last week, is.the possessor of a Phi 
Beta Kappa key, an honor rarely won 
by a fire insurance man, although there 
are 4 number of keys amorg the com- 
missioners, insurance lawyers, and life 
insurance actuaries. Mr. Griffith after 
graduation from the University of 
Georgia entered newspaper work in his 
native state and then entered insur- 
ance with Lipscomb & Patillo, Atlanta. 
From there he went with the London 
Assurance as special in a number of 
Southern States, leaving to go into the 
army. He spent three years in the serv- 
ice, part of the time in France. with the 
heayy field artillery. His _ brother, 
Robert Griffith, who was killed in 
France, was also an insurance man, 
a8 is his father, who is secretary of the 
Southern Mutual of Athens, Ga., one of 
the best known underwriters in the 
state, and he has been with that com- 
pahy for forty-one years. 





CASES TO SUPREME COURT 

The Mississippi anti-trust cases are 
to be carried up to the United States 
Supreme Court. The companies found 
guilty and fined by Chancellor Stickler 
a Jackson have filed bond for 25% 
of the amount of the fines assessed 
against them pending this final adjudi- 
cation by the highest court of the land. 





REJECTS “SAWING WOMAN” 
Horace Goldin, whose illusion “Saw- 
ing Throuzh a Woman,” is one of the 
current sensations of vaudeville, applied 
for an insurance policy for $100,000 on 
Van Jerbilt, who figures in the act. 
The application was rejected after an 
insurance man the sketch. 
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this message. 








Your Private Secretary 


should be the most efficient person you can 
possibly find for that position. 

Today’s conditions demand the highest type 
of intelligence, coupled with an indefatigable 
spirit for work, in that capacity. 

If not already equipped with help of that 
type, it will pay you to reply immediately to 


“PRIVATE SECRETARY” 


The Eastern Underwriter 
86 Fulton Street 














New York 











WARNER-QUINLAN FIRE LESSONS 
Pointed Out By Garrett B. James in 
Report to the National Fire Pro- 
tection Association 








Lessons to be learned from the $3,- 
000,000 Warner-Quinlan Asphalt Co. Fire 
near Linden, N. J., are summarized in 
a report by Garrett M. James, member 
of. the National Fire Protection Asso- 
ciation and published in that organiza- 
tion’s quarterly. These lessons are: 

First: All oil storage tanks should 


be surrounded by permanent dikes of 
suitable size to confine any oil which 
may be splashed or leak from the 
tank during a fire. 

Second: All -oil properties should be 
protected with suitable equipment for 
extinguishing large oil fires. This will 
not only minimize the loss but will 
avoid the menace of “boiling over” and 
its conflagration hazard. Portable 
equipment (on account of its limita- 
tions) cannot be relied upon to ex- 
tinguish large oil: fires. 

Third: The great menace of floating 
oil on harbor waters is again empha- 
sized. 
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Suggestion to Agents 


From W. H. Gartside 


FAVORS 





NATIONAL EXHIBIT 





Chicago Insurance Man Thinks Big 
Annual Affair Would Stimulate 
Interest in Insurance 





William H. Gartside, second assistant 
manager of the Fireman’s Fund of Chi- 
cago, believes that fire insurance could 
be brought more into the public eye 
with a resultant aid to insurance sell- 
ing by big annual exhibits similar to 
other national exhibits that have been 
held. His views on the subject follow: 

“As you know, a good many industries 
have annual expositions or exhibits in 
the larger cities of the country, which 
are primarily for advertising purposes 
but which also serve to bring the pub- 
lic into contact with their line of busi- 
ness and are a means of education. I 
believe it would be beneficial if an an- 
nual exhibit by the stock fire insurance 
companies were held in a number of 
the larger cities, taking in all sections 
of the country. This would be a step 
forward in educating the public as to 
the fundamental importance of fire in- 
Surance and the constructive work 
which the fire insurance companies are 
carrying on, and this, I feel, would 
bring about a better understanding and 
closer co-operation between the insur- 
ance companies and their patrons. 

“Fire insurance constitutes one of the 
most important elements in the security 
and growth of a community and while 
considerable educational work has been 
done, an aunual public exhibit or dem- 
onstration would be more spectacular 
and for that reason would make more 
of an impression on the public mind. 

“The great work done by the Under- 
writers’ Laboratories through the stand- 
ardization of fire prevention devices, 
investigation of causes by firé, efc., the 
fine constructive work which has been 
done in formulating the building code 
for large and small towns, the work of 
the National Fire Prevention Associa- 
tion, and other constructive efforts 
could be brought to the attention of the 
visitors through short daily talks, mov- 
ing picture exhibits, and otherwise. 
The manner in which insurance rates 
are made by the application of sched- 
ules could be demonstrated by black- 
board talks and concrete examples could 
easily be shown where property owners 
have lowered the cost of their insur- 
ance and reduced the fire hazard in 
their property. The advantages of in- 
surance in stock companies as against 
other forms of insurance could be 
stressed in a dignified and diplomatic 
way and plain talks on the difference 
between stock company insurance, mu- 
tual insurance, reciprocal insurance, 
etc. might be given. 

“Many of the companies doubtless 
would like to have booths where they 
could do some individual advertising, 
which, however, should not run counter 
to the broader spirit of the effort, to 
acquaint the public with the great con- 
structive forces embodied in the fire in- 
surance business.” 





A. K. TAYLOR MARRIES 

The marriage is announced of Alfred 
K. Taylor, formerly advertising man- 
ager of the “America Fore” companies 
and later in the public relations com- 
mittee of the National Board of Fire 
Underwriters, and Mrs. Gertrude Kiley 
Hitchins, daughter of Mr. Justice Kiley 
and Mrs. Kiley. The ceremony took place 
at the Church of the. Transfiguration 
in the City of New York, after which 
the couple left for Shanghai, China, 
where they will live after the first of 
December at 15 Nanking Road. Mr. 
Taylor will be engaged in the insurance 
business there. 





The Northwestern Mutual Fire Asso- 
ciation, Seattle, and the Great Amer- 
ican Casualty Company, Chicago, have 
been admitted to do business in Ken- 
tucky. 
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North British & Mercantile 
Explains Co-Insurance 


The North British & Mercantile has issued a circular on co-insurance which 
is one of the clearest explanations that has come to the attention of this office. 
It was written by R. P. Barbour. 

The coinsurance clause is also known as the average clause, contribution 
ckause, percentage co-insurance clause, reduced rate average clause, reduced rate 
co-insurance clause and reduced rate contribution clause, and there are three 
things that must always be remembered by local agents. They.are: 

1. The 80% clause does not mean that the insurance will pay only 80% 
of any loss. 

2. The co-insurance clause does not operate in case of total loss. 

3. Take an inventory. Ascertain the value of your property; be careful to 
have concurrent insurance amounting to 80% or mere of such value, in which 
case you will be entitled to collect the loss just as if the clause was not on the 
policy. 

An explanation of the clause follows: 

The Co-insurance Clause in effect is an agreement between the insured and 
the Company that the former shall maintain insurance equal to 80%, 90% or 
100% (as the case may be) of the value of the property covered, and failing so to 
do shall himself bear such portion of any loss as the insurance lacking would 
have paid if in force. 

If the 100% (or full) Co-insurance Clause is used, then the insured is entitled 
to recover such proportion of any loss as the total insurance bears to the total 
value of property covered. Thus, if the insured maintains concurrent insurance 
equal to the total value, the insurance pays all of any loss; if less than the value. 
then it pays proportionately less of the loss. 

The 80% clause is identical in principle with the foregoing, merely reducing 
the amount required from 100% to 80% of the value of property covered. Thus, 
if the insured maintains concurrent insurance equal to 80% of the value, the 
insurance pays all of any loss (up to the face of the policies); if less than 80% 
of the value is carried, then it pays proportionately less of the loss. 

Actual application of the 80% Co-Insurance Clause: If the value of property 
covered is $7,500, the insured should carry at least $6,000 insurance, which is 80% 
of the value. If he carries only $5,000 insurance then he is entitled to collect 
“no greater proportion of any loss than the total insurance ($5,000) bears to 
80% ($6,000) of the actual value ($7,500)” or 5000-6000ths of the loss, himself 
bearing 1000-6000ths thereof. 

In other words he lacks $1,000 of the requisite amount and must stand the 
proportion of the loss which that $1,000 insurance would have paid. If the insur- 
ance carried is but $4,000, then it pays 4000-6000ths of the loss and the insured 
bears 2000-6000ths thereof. But if he carries $6,000 insurance, which is 80% of 
the value, then he is entitled to collect 6000-6000ths of the loss, namely, all of it. 


Another method of illustration follows: 








$7500 $6000» $5000 «$3500 2% of $3500 = $2917 1 of $3500 = 9583 
7500 6000 4000 3500 2 of $3500 = 92333 2 of $3500 = $1167 
7500 6000 3000 3500 2% of $3500 = $1750 2 of $3500 = $1750 
7500 6000 6000 3500 @ of ¢3500 = $3500 2 of $3500= 0 





If.in any particular case one wishes to know how much of a loss the insur- 
ance will pay, let him set down 80% of the total value of the property covered, 
the total amount of the insurance, and the total amount of the loss, and then 
work out the example precisely as in the illustration. 











always came that he was not interested. 
Finally, in sheer despair, I procured a 
photograph of an automobile wreck, 
and wrote on the bottom of it: 

Dear Mr. Blank: 

How would you like to see your 
car looking like this, without insur- 
anca? 

I mailed this picture to him one even- 





Vermont Sales Stories 
By F. H. Burahaw, Rutland 

















Mr. Burnham runs an insurance office 


which was established in 1866 and repre- 
sents a long list of insurance companies. 
These include Aetna, Phoenix of Hart- 
ford, Colonial Underwriters, Boston, In- 
surance Company of North America, 
Continental, Home, Providence-Wash- 
ington, Automobile, Alliance, Firemen’s 
of New Jersey, Massachusetts F. & M., 
Equitable F, & M., Commercial Union, 
Palatine, Norwich Union, Royal and 
Atlas. Also, these mutuals: Merchants & 
Farmers, Traders & Mechanics, Quincy, 
Mutual Protection, Pawtucket, Merri- 
mack, Dorchester, Lowell and Salem. 
Casualty companies include Aetna Life, 
National Surety and New York Plate 
Glass. Mr. Burnham is general agent for 
the National Surety and Aetna Life, and 
also represents the New York Plate Glass. 

As for an insurance selling story, one 
that comes to my mind just at present, 
hinges on my efforts to insure the auto- 
mobiles of the general manager of a 
railroad, both for fire and casualty in- 
surance. It was an impossibility for me 
to get an interview with him, as word 


ing, and the next morning at 10 o’clock 
his* private secretary called me and 
stated that the general manager desired 
to see me at once. As a result, I have 
carried every kind of automobile in- 
surance for this gentleman for the past 
seven or eight years, and through this 
opening got the entire line on his very 
handsome dwelling. 

As regards selling experience among 
our agents in the field, I know of one 
case where the assured owning a sum- 
mer hotel was so cantankerous that the 
agent writing the business used to find 
out when he was away from home, and 
deliver the renewals at that time. Our 
Colonial Underwriters agent went up 
there and solicited the business, and 
was received with what might be 
politely termed scant courtesy. He 
stood his ground, however, and as he 
had a copy of the summer hotel sched- 
ule of the New England Insurance Ex- 
change, he finally got a chance to ex- 
plain the way the rate was made up. 
The assured at once became interested, 
saw where he could get concessions 
for improvements, made these improve- 
ments and gave our agent the business. 











Superior Fire Insurance Co. of Pittsburgh, Pa. 
Allemannia Fire Insurance Co. of Pittsburgh, Pa. 
Capital Fire Insurance Co. of Concord, N. H. 
Georgia Home Insurance Co. of Columbus, Ga. 
United American Insurance Co. of Pittsburgh, Pa. 


Exceptional Service to Agents 





| PERCY B, DUTTON, Manager, ROCHESTER 


| 





November 11, 1994 


Ls 
—— er 


NEW YORK STATE DEPARTMENT 


Established 1906 








I 











_————— 








Surplus 
Line Capacity 


OCAL. AGENTS can find ample 

capacity and attentive service for 
handling their Excess Lines in our 
Surplus Line Department. 


MARSH & MCLENNAN 


Insurance Exchange 


CHICAGO 
NEW YORK DENVER SAN FRANCISCO DULUTH MONTREAL 
DETROIT LONDON MINNEAPOLIS SEATTLE WINNIPEG 


INSURANCE IN ALL ITS BRANCHES 
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STATEMENTS, DECEMBER 31, 1920 
AMERICAN EQUITABLE ASSURANCE CO. 


of New York 


bdices onidbda dee emenso os ete eee $2,904,674.78 
: 1,137,714.40 





KNICKERBOCKER INSURANCE COMPANY 


of New York 


Monee be wah as Weide wedsceshe $1,705,689.85 
922,274.22 





AMERICAN INTERNATIONAL UNDERWRITERS 


of New York 


ethane viebag Nth << kdie Mads Re aee $4,610,364.63 
Surplus to Policyholders.................. - 2,059,988.62 


T. A. DUFFEY 
Vice-President and Secretary 


R. A. CORROON 
President 
Large Lines Written Upon Acceptable Business 


FIRE—TORNADO—CIVIL COMMOTION—RIOT & 
EXPLOSION INSURANCE 


AGENTS DESIRED IN UNREPRESENTED TERRITORY 
APPLY HOME OFFICE 68 WILLIAM STREET, New York 
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Home nsures : 
Promising “Ship” 

70 LEAD COMMERCIAL FLEET 





qwenty Million Dollar Corporation 
Plans Transcontinental Express 
and Passenger Service 





An airplane which promises to be the 
forerunner of the largest fleet of pas- 
senger and express carrying “ships” in 
this country has been insured by the 
aviation insurance department of the 
Home Insurance Company, and E. S. 
Martin, manager of the Home’s aviation 
department, is enthusiastic over the 
chances of this particular plane “mak- 
ing good.” 

The airplane is now in the process 
of construction and the Home has in- 
ged it against the fire hazard. Ac- 
cording to the Aero Transport Corpor- 
ation of New York, the concern which 
furnished the plans for this machine 
and which is to run the transconti- 
nental service, this airplane represents 
the best ideas in airplane construc- 
tion. The corporation sent its repre- 
sentatives all over the world in search 
of an airplane that would prove prac- 
tical in cargo transportation, paying 
particular attention to cruising radius, 
carrying capacity, speed and landing 
speed. None was found. 

Consequently the corporation’s engin- 


eers designed one that embodies all of 
the best ideas which have been evolved 
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thus far, and now it is believed, by 
aviation experts, that the Aero Trans- 
port Corporation is constructing an air- 
plane that will really come up to ex- 
pectations. Several of its features are: 
the pilot sits far back in the fuselage, 
thus having the engine and the greater 
part of the cargo in front of him; the 
dimensions of the fuselage at its larg- 
est section are: width, 5 feet, height, 
7.3 feet, thus making it easy for a man 
to stand upright while placing the 
cargo; and the wings and fuselage are 
covered with fire spray rather than the 
usual covering of dope. The landing 
gear has steel struts, the wings are 
made of 3-ply Spanish cedar veneer, 
and the fuselage of 2-ply veneer. 
Opens Next Spring 

This airplane, which is known as 
Model V B L 1, is equipped with a 
450 H. P. Liberty engine, has a cruis- 
ing speed of 100 miles per hour, cargo 
space of 425 cu. ft., and a disposable 
load of 1,840 pounds. . Five hours’ fuel 
supply gives it a wide cruising radius. 
The test flight is to be held at the 
Curtiss Eastern field on November 17, 
and the machine will probably be 
brought to the fields on Long Island 
later. 

The 


Aero 


Transport Corporation 














plans to have 75 of these “ships” ready 
on March 1, 1922. If this particular 
plane comes up to expectations, the 
corporation will immediately contract 
with some of the leading aircraft manu- 
facturers for the construction of all of 
the airplanes it is to employ in its 
cargo and passenger service. There 
will be no routes opened until the 75 
planes are ready, and it is planned to 
have one “ship” on the ground for 
everyone in the air. This is a system 
which will find favor with the insurance 
companies because it should assure the 
proper overhauling of each airplane at 
the conclusion of its flight each day. 

Only cargo will be carried during the 
first six months. Then, if the service 
has proved practicable, passenger 
planes will fly over the regular routes. 
The corporation’s investigators have 
definitely ascertained that the aircraft 
cargo service will cost the shipper less, 
over long hauls, than he now pays for 
express. This will be a strong talking 
point in the development of the serv- 
fice, because it is obvious that the ship- 
per will save time by sending his goods 
through the air. And if he can save 
both time and money, then there is a 
decidedly bright future for aircraft 
cargo transportation. 


PLIGHT OF RECIPROCALS 


(Continued from page 1) 


war tax. Heavy losses came. There 
was a shrinkage in the volume of busi- 
ness and iis securities depreciated. Mr. 
Hickox said that the directors felt it 
was wiser to stop now and clean up 
the affairs of the company, rather than 
hold on and wait for good times, which 
seem to be slow in coming for the class 
of business which it was writing. 
Start An Insurance Paper 

A new insurance paper known as the 
National Insurance Journal, published 
primarily in the interests of reciprocals, 
has been started, with publication office 
at Mt. Morris, Ill., and editorial and 
business office at Washington, Ill. W. 
H. Crum, general counsel for the Na- 
tional Association of Automobile Inter- 
insurers, and until recently with the 
Illinois department, is managing editor. 
Philip Goddard is assistant editor and 
business manager. 





HOLD DONALDSON 


Thomas B. Donaldson, Insurance 
Commissioner of Pennsylvania, was 
held by a Magistrate Monday in $10,000 
bail on charges of conspiracy which 
grew out of an investigation of private 
fire insurance adjusters in Philadelphia 
under the direction of the State Insur- 
ance Department. Donaldson said the 
investigation was started to break up 
an “arson ring that plied the torch for 
big profits,” 


Miss Margaret Enslenn, a_ stenog- 


rapher, who admitted that she had been 
engaged to listen to telephone conver- 
sations on wires that had been tapped, 
and to obtain business papers of a fire 
insurance adjuster, was held in $500 
bail as a material witness. 
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Western Union May 
Control Farm Rates 


NATIONAL’S FORMS OPPOSED 





Union. Meeting November 14 to Decide 
Whether Farm Policies Should 
Be Standardized 





Chicago, Nov. 8—The National of 
Hartford will be subjected to disciplin- 
ary measures by the other farm writing 
companies in the West for its action in 
promulgating new rules and rates for 
farm business, including the provision 
for credit for lightning rods, without 
consulting the other companies,,if the 
plans agreed upon at an informal meet- 
ing in Chicago last week are carried 
out. 

A special meeting of the Western 
Union has been called for November 14 
to act on the question of assuming 
jurisdiction over farm business. While 


action on this question has been de- 
ferred at previous meetings, there 
seems to be very little question that it 
will be put through at this time, as a 
result of the National’s action. The 
National has always been a strong 
Union company, and if the Union as- 
sumes jurisdiction over the farm busi- 
ness it will undoubtedly adopt rules 
which do not accord with those just 
promulgated by the National, in which 
event the latter company would either 
have to withdraw its new rules or quit 
the Union, which is regarded as an 
extremely unlikely contingency. It is 
a certainty that the lightning rod pro- 
vision will not be approved. 

The only other way in which the 
other farm writing companies can com- 
bat the National on its new rules and 
rates would be to start a general cam- 
paign of rate-cutting, which they are 
not at all inclined to do, in view of the 
unfavorable experience of the past year. 
The representative of one of the big 
companies at last week’s conference re- 
ported that the return premiums of his 
company in North Dakota this year 
amounted to more than the new pre- 
miums for the year, 

Under the plan proposed the direct 
supervision of the farm business is to 
be placed in the hands of a joint con- 
ference committee composed of five 








$400,000 LINE BACK TO STOCK 


The T. E. Braniff Co., Oklahoma City 
says: 

“One of our large jobbing houses 
which some years ago took its insur- 
ance away from the stock companies 
to go with the Reciprocals, recently 
came back to the stock companies with 
their line of insurance amounting to 
$400,000. They admitted to me that 
they had never felt altogether comfort- 
able with the Reciprocals, and that 
they were largely influenced to leave 
the Reciprocals because of the risk of 
assessment and the uncertainty as to 
the business management of Recipro- 
cal organizations, particularly whlere 
the original Attorney in Fact dies or 
retires for any reason.” 





Mrs. Galloway a Coloratura Soprano 


Miss Edith Allan, coloratera soprano, 
who, in private life, is the wife of 
George S. Galloway, general manager 
of Amegican Service Bureau, Chicago, 
is in New York City where she will 
spend some time at study with Mme. 
Alice Garrigue Mott, Alberto Bimboni 
and other prominent vocal teachers in 
preparation for the concert platform. 
Miss Allan created the title role in 
“Miss Springtime,” a Klaw & Erlanger 
production, which she sang for an en- 
tire season. During the previous sea- 
son she was prima donna with Anna 
Held in “Follow Me.” She is a brilliant 
soprano, beautiful to see, and inspiring 
to hear. She has remarkable range, 
singing three octaves, reaching high E 
above high C, 


members of the Western Union and 
five from the Western Insurance Bu- 
reau. This committee would have pow- 
er to decide on all ordinary questions 
that might come up, and only matters 
involving a radical change of policy 
would have to be referred to the Union 
and Bureau for action. While no meet- 
ing of the Bureau has been called in 
connection with the farm question, the 
leading companies in that organization 
have given assurances that it will get 
into line with the Union on the matter. 
Assurances also have been given that 
ihe non-affiliated companies in the Mid- 
die West which are specializing on 
farm business will abide by the rules 
and regulations to be put out by the 
proposed jont conference committee. 
That group was represented at last 
week’s conference by C. 8. Vance, vice- 
president and managing underwriter of 
the Iowa National of Des Moines, J. K. 
Lesch of the Home, J. R. Wilbur of the 
Continental and John M. Carr of the 
Hartford represented the Western Un- 
ion companies at that meeting, with 
Charles M. Sheldon of the American of 
Newark and Fred M. Gund of the Crum 
& Forster companies speaking for the 
Bureau. 





NORTHERN APPOINTMENT 

Announcement is made by the North- 
ern Assurance of the appointment of 
James A. Cairns, as agency inspector 
for the Province of Ontario in the Cas- 
ualty department, to succeed Bruce 
Hart, who has left the service of the 
Company. Cairns has for some time 
past been in the casualty department 
of the Northern at the head office, Mon- 
treal. 





CHRISTMAS HAZARDS POSTER 


A candle-bedecked Christmas tree, a 
small boy with a lighted match, a flame 
colored demon, appropriate warnings 
and “Fire” in vivid red letters consti- 
tute a Christmas hazards poster which 
members of the National Fire Protec- 
tion Association and any other persons 
who desire to preach the gospel of fire 
prevention can secure for circulation 
from the executive offices, 87 Milk 
Street, Boston, Mass. It is hoped that 
liberal use of the new poster will be 
made before the holidays and terms 
upon which extra copies may be secured 
will be given on application. 


National Liberty 


INSURANCE COMPANY 
OF AMERICA 


(ncoaporated Under the Laws of the 
State of New York in 1859 








Statement, January 1, 1921 
Cash Capital ...... -$ 1,000,000.00 
PERU S ae a eieke 12,071,029.44 
Liabilities, including 

IE aE 8,565,072.02 
3,505,957.42 


Net Surplus 
Surplus to Policy 

4,505,957.42 
HEAD OFFICE 


Holders 
109-717 SIXTH AVEN % 
W YORE” ‘ist Street, 
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A GENERAL AGENCY OFFICE MORE THAN HALF CENTURY 0O1p 








NEW YORK 
UNDERWRITERS AGENCY 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 
Property Damage. 


Head Office: 100 WILLIAM ST., NEW YORK 
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LOGUE, LOWRIE, NIEHAUS & CO. 
AGENTS AND BROKERS 


UNLIMITED sospite“avairss SERVICE 
ALL KINDS OF INSURANCE EVERYWHERE 


ARROTT BUILDING, WOOD ST. & FOURTH AVE. 
Telephone Court 1908 PITTSBURGH, PA. 
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J. E. STONE & CO. 


FIRE—AUTOMOBILE—LIABILITY—CASUALTY 
INSURANCE 
710 FIRST NATIONAL BANK BUILDING 
Bell Telephone, Court 2483 


PITTSBURGH - . : PENNA. 

















FIRE 
RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


Northern Underwriting Agency, Inc. 


15 William Street 
New York 





New York 

















BROKERS- 


Representative 


A combination of real S-E-R-V-I-CE. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M- 
Prov. Wash. - Northern - Agric. -G. Falle 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
SARANAC LAKE, N. Y. 


““STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


Entered United States 1854 


Losses Paid - - - $117,000,000 
Losses Paid in U. S. $44,000,000 


























ORGANIZED 1848 W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


MAUBEE: Surplus Over $1,500.000.00 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey, New York, Connec‘:cut, 












Massachueetts and Rhode Islanc 
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7HREE COMP 





. ihn... 
yelers First W A tise; Follow 
” Line of Steaitt Boiler and 
Engine Contracts 


ical acl i 
Pee little a t talk in and 


the insurati¢e BY uring the past 
na pi Hartford is interested in this 
new line, Which affords protection to the 
owner of electrical tathinery against his 
Joss or damage, dite caused to his own 








rance has cre- 


rty, and to tty of others 
Mo bodily injured, f Which the as- 
sured is legally liabl€, 6 Aecount of the 
mechanical breakdown of the electrical 
iyrn-out of the instited fachines, acci- 
dently caused. Hartford is interested be- 
cause three of the Jargest Companies with 
Home Offices in ert ee yare now pre- 
or are prepaf trite it, 

5 far neither the Hattiord or the 
Aetna Casualty have pan any formal 
announcements to ic in general 
about this new liné, € Travelers In- 
demnity Company, Of the bther hand has 
nade announcement"tb ‘both its field force 
and to the public, 

Statement by Company Secretary 
Secretary James H, Cotbun, of The 
Travelers Indemnity Cottipdhy, says that 
his company’s — will € written fol- 
lowing the general lites of the steam 
boiler and engine cdfittacts i8sued by that 
company. He say$i) | 3: 
“The present extensive tse of electricity 
and its future devélOptnent, indicate that 
the insurance of ica Machinery will 
bea line of no small Gons€giiénce. There- 
fore, there should bé 4 wide field for this 
form of coverage. éatly, every door 
we pass, whether busiti€ss Or factory, leads 
to electrical equipmeétit 6£ SBine kind. 
“Accidental dama A | this type of ma- 
chinery, both from mi€ehatiital defects as 
well as from electri€al disturbances, in- 
duding lightning, is not fare. The un- 
certainty surrounding the subject of elec- 
tricity forms a backgrotitid for accidents 
which have no adéqiité explanation. 
There has not before beet available to 
the operator of electrical pisioment any 
relief in the way Of ififtitance to pay 
these sudden and unexpected occurrences, 
and we feel sure tna, ne résponse from 
the insuring public bé prompt and 


appreciative. , 
“In addition to thé dettdihty, both as 
eit losses, the 












to the nature and 
frequency of such | will perhaps be 
the best soliciting atgumeétit «From our 
investigation, we beliéveé that the loss fre- 
quency approximates OMe nt to every 
ten or twelve machines, of course 
this is an estimated avi ¢ atid may not 
be true of any giveth , OF rates are 
based on this assumption 
“Not only will this #i® 6f ifisurance be 
of interest to power Btat]6H8, but also to 
industrial plants, pafa@etilatly those hav- 






ing a large number of machines in opera- 
tion. Outside of the breakdowns which 
are caused by incompetency, carelessness 
and lack of proper protective appliances, 
there still remains a larger percentage of 
losses due, in spite of the most scrupulous 
care, to the fundamental incidents of op- 
eration. 

“While not a contractual obligation, the 
Company expects to provide such inspec- 
tion of insured objects as will tend to 
improve operating conditions, and, so far 
as possible, to prevent accidents. Break- 
downs due to mechanical causes can prob- 
ably be largely so prevented, but it is 
recognized that the prevention of damage 
done by electrical currents is much more 
difficult to effect. Many experiments have 
been tried in order to determine some of 
the reasons for electrical burn-outs, but 
without any great success. To that ex- 
tent we feel that the inspection and in- 
surance of electrical machinery will pro- 
mote the means for the detection and 


elimination of causes which have resulted 
in serious damage. ‘We hope to be able 
to outline definite plans so that the as- 
sured ‘can establish an inexpensive. in- 
spection system of his ‘own, supplement- 
ing the inspection service of the Company. 


“The rates for this line of insurance are 
intended to discount the varying costs, as 
well as the varying hazards of different 
machines, and in order, to satisfactorily 
accomplish this the distinctive character- 
istics of each machine must be known. 
Until the publication of our rules and 
rates, premiums will be quoted from the 
Home Office upon presentation of the 
name of the risk, its location, the char- 
acter of operations conducted, and the 
following data for each machine. 


For each Generator: 
1. Character of current (whether alter- 
nating or direct). 
2. Voltage of machine. 
3. Capacity (expressed in kilovolt am- 














‘‘Protection— 150% Greater — 
means only 25% more premium.”’ 





tection. 


ance. 
tion Clause is not required. 


HENRY EVANS 
Chairman of the Board 


Home Office 
80 MAIDEN LANE, N. Y. 


WESTERN DEPT.: 

J. R. Wilbur, 2d V.-P. 

332 South LaSalle St. 
CHICAGO 








SPRINKLER LEAKAGE INSURANCE 


has been largely written on the 10% co-insurance basis. 
| paying 25% more your clients can get 150% additional pro- 


Use the 25% co-insurance clause generally. Special cases of 
concentrated liability, however, may require additional insur- 
On 25% or higher co-insurance, the Pro Rata Distribu- 


This subject is explained more in detail in “When . 
Sprinklers Misbehave.” If you have not received a 
copy, write our Advertising Department for one. | 


THE CONTINENTAL 
INSURANCE COMPANY 


“AMERICA Fore” 


CANADIAN DEPT.: 

W. E. Baldwin, 

17 St. John Street 
MONTREAL 


By 





J. E. LOPEZ 
President 


Cash Capital 
i TEN MILLION DOLLARS 


PACIFIC COAST DEPT.: 
C. E. Allan, Secretary 
Insurance Exchange Bldg. 
SAN FRANCISCO 


Manager 





























peres; if given, otherwise in kilo- 

watts). 

Speed of machine (in revolutions per 
minute). 


For each Motor: 

1. Character of current (whether alter- 
nating or direct), 

2 Voltage of machine. 

3. Capacity (expressed in kilovolt am- 
peres, if given,- otherwise in horse 
power. If neither kilovolt amperes 
nor horse power is given kilowatts). 

4. Speed of machine (in revolutions per 
minute). 

For each Transformer: 

1, Number of phases—single or three- 

phase. 

Voltage of machine. 

Capacity (expressed in kilovolt am- 
peres, if given, otherwise in ‘kilo- 
watts). 

“Motor generator sets, rotary converters 
and other rotating electrical machines can 
likewise be rated, provided the data for 
each rotating part of any such unit which 
will fall into the class of either motors 
or generators, is furnished. 

“In addition to the machines hereto- 
fore mentioned, insurance will also be 
available on a valuation basis as respects 
switch boards and other non-rotating 
miscellaneous apparatus. In this connec- 
tion it is necessary to describe the ap- 
paratus and to give its value ana the 
amount of insurance desired thereon. 

“The Travelers by this announcement 
has taken one more progressive step to- 
ward complete power plant protection, 
thereby providing its agents with a further 
opportunity to serve their clients by means 
of Fravelers inspection and insurance, not 
only on steam boilers and steam piping, 
engines, steam and water turbines and fly- 
wheels, but also on electrical machinery.” 
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A BUSY OFFICE 





Brokerage Firm of Reuben Samuels, 
Inc., One of the Few These 
Days 





One of the best known theatrical 
and motion picture insurance firms is 
that of Reuben Samuels, Inc., a broker- 
age house at 119 Fulton Street, New 
York. This firm, composed of Reuben 
Samuels, president; A. W. ‘Stebbins, 
vice-president, and Milton Blumberg, 
secretary and general manager, does an 
extensive business in the “movie” in- 
surance world. It handles more than 
$6,000,000 of fire insurance for one mo- 
tion picture corporation. The coverage 
on films forms another big line, this 
firm writing over $10,000,000 on this 
risk. 

Nowadays, although business is not 
booming in any particular line, the 
offices at 119 Fulton Street are busy. 
In addition to controlling about 75% 
of the film business written in New 
York, this firm does a general insur- 
ance brokerage business. During Octo- 
ber a large number of policies were is- 
sued on theaters which are in the 
course of construction in this section 
of the country. 
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GEO. W. BLOSSOM 


FRED. S. JAMES & CO. 


123 William Street, NEW YORK 


UNITED STATES MANAGERS 
General Fire Assurance Co., Paris 
_Urbaine Fire Insurance Co., Paris 


Eagle, Star & British Dominions Ins.Co., Ltd., London 





Assistant United States Managers 
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“Held in Trust” As 
Seen By A Loss Man 


VIEWS OF ADJUSTER BAMENT 








Reading of a Restricted Form Appear- 
ing Lately and An Improvement 
Over Older Ones 





“The Commission Clause—Held in 
Trust” is discussed by W. N. Bament, 
general adjuster of the Home, in the 
current issue of “Safeguarding Amer- 
ica,” published by the National Board 
of Fire Underwriters. Mr. Bament 
says: 

The three words “held in trust” have 
been inserted in fire insurance policies 
time out of mind, yet it is doubtful 
whether their far-reaching effect is fully 
appreciated by the insuring public or 
even by insurance men. Originally it 
was the impression of underwriters that 
owing to the personal nature of the in- 
surance contract, a policy thus worded 
would simply cover the property of the 
insured and his interest in the property 
of others, such as advances and storage 
charges, but the courts have long since 
disabused their minds of any such nar- 
row interpretation, for they have placed 
such a jiberal construction upon the 
words “held in trust” that they may be 
justly regarded as among the broadest 
in the insurance language, and no less 
comprehensive than the familiar term 
“for account of whom it may concern”; 
in fact, the principles governing one are 
similar to those governing the other. 

Many will be surprised to learn that 
whether a warehouseman or other bailee 
has assumed responsibility for the 
goods of another, or has agreed to keep 
same protected by insurance, or is guil- 
ty of negligence, or is for any other 
reason legally liable, if his policies con- 
tain the words “held in trust,” unquali- 
fied by the words, “and for which he 
may be legally liable” or by some other 
restrictive provision, the bailor or own- 
er of the goods may, after a fire, by 
merely ratifying the insurance of the 
bailee, appropriate that for which he 
paid nothing, and the very existence of 
which he may have been ignorant at 
the time of the fire. And if the bailee 
fails to include the loss on the bailor’s 
goods in his claim, the latter may file 
proofs and bring suit independently 
against the bailee’s insurers. Nor is 
this all, for in some jurisdictions, and 
perhaps in all, if the warehouseman 
faiis to include the loss on property of 
the bailor in his claim against his in- 
surers, or if he does include it, and the 
amount collectible is less than the total 
loss, the warehouseman may not first 
reimburse himself for the loss on his 
own goods, and hold the balance in 
trust for the owners, but must pro rate 
the amount actually collected with 








J. L. THOMPSON DEAD 


John L. Thompson, who for fifty-two 
years was associated with the home 
office of the Pennsylvania Fire Insur- 
ance Company and was the vice-presi- 
dent for twenty-six years, died at his 
residence in Philadelphia on Tuesday, 
October 25, after three weeks’ illness, 
aged eighty-two years. The obsequies 
took place the following Friday. 

Mr. Thompson was a native and life- 
long Philadelphian and he was educat- 
ed in the public schools. He began 
his business career with a wholesale 
grocery and sugar refining establish- 
ment in 1855, He entered the office of 
the Pennsylvania Fire in the capacity 
of clerk in 1864. He was promoted to 
assistant secretary in 1877, to secre- 
tary in 1881 and to vice-president an 
September 1, 1890, filling the position 
until January 1, 1916, when he retired 
from business activities. He was sec- 
retary of the National Board of Fire 
Underwriters from 1884 to 1888 inclu- 
sive and he was president of the Phila- 
delphia Fire Insurance Patrol from 
1905. He was also president of the 
Southern Dispensary for a number of 
years. 


those owners who may have adopted 
the insurance, although, if he has a 
lien against any of the goods for charges 
or advances, the amount thereof may 
be deducted from the proportion of the 
insurance fund due such owners. 

In a great many forms the commis- 
sion clause is followed by the words 
“and for which the insured may be 
legally liable.’ .These words are, of 
course, intended to be restrictive, and 
they have been so construed, but the 
Supreme Court of Illinois in the case of 

Peoria & Pekin Union Railway 
Company vs. Home Insurance Co., 
28 Ins. Law Journal, 289; 178 
Ill., 64-78; 52 N. B., 862 
construed the words “for which they 
are or may be liable” to be simply 
descriptive of the property, and held 
that the word “liable” as used in the 
policy did not signify a perfected or 
fixed legal liability, but rather a con- 
dition out of which a liability might 
arise. A restricted form has recently 
appeared which is a vast improvement 
on all the older ones and reads as fol- 
lows: 

“* * * his own, or sold but not 
removed; also on his interest in and on 
his legal liability for similar property 
held by him as follows, viz.: in trust 
or on commission, or on joint account 
with others, or on storage or for re- 
pairs.” 





THE QUESTION OF PIETY 


A Pennsylvania agent of the Glens 
Falls in response to his tornado cir- 
culars received from one pious lady a 
long screed on the impiety of insuring 
against loss by wind-storms. She com- 
mences like this: 

“Dear Sir Of all the crezy idees 
tornado Insurance is the limit. How 
dare any one fly in the face of Gods 
Justice, Anger, try to offset His 
Work, Punishments with a measly bit 
of money Insurance against losses. 
Its not Right for you to Sell insur- 
ance nor Right for any one to buy 
such a Protection as God Dont want 
you to Do So.” 

Years ago there were ultra religious 
people who regarded fire insurance as 
“defiance of Providence,” a “scheme to 
thwart deserved punishment by fire.” 


But, as Providence has provided phy- 
sicians and hospitals for the sick, asy- 
lums for the unfortunate and other 
merciful provisions to mitigate afflic- 
tions common to the godly and ungodly, 
so has insurance been provided to 
meliorate losses which in the nature 
of things come to both saints and sin- 


ners—and of all these wise and benefi- - 


cent Providential provisions, insurance 
looms large among them, says “Now 
and Then.” 





LEGION CONVENTION COVERED 


To safeguard the American Legion 
Convention in Kansas City and all the 
exhibitions, aerial meets, parades and 
other “side shows” from financial loss 
due to rainy weather, those in charge 
of the ex-service men’s organization in- 
sured the events with the Hartford Fire. 
The amount of the coverage is not 
public knowledge but it. is obvious that 
the insurance ran into large figures as 
many thousands of dollars were ex- 
pended to make the convention a 
cracker-jack success. 
as a company proposition is register- 
ing tremendous headway here. Agents 
find little trouble selling this protection 
to persons engaged in arranging stu- 
pendous outside public gatherings and 
a large amount of this insurance which 
formerly went to Lloyd’s is being di- 
verted to company channels here. 





CROKER BACK IN BUSINESS 

Edward F. Croker, Jr., who for the 
past year and a half has been in the 
banking and export business, has re- 
turned to the insurance field as an in- 
dependent adjuster, with an office in 
the Woodbridge Building, 100 William 
Street. _ Mr. Croker is a son of the 
former well known Chief of the New 
York Fire Department. 


Rain insurance . 
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Gives Frigidity Hints 


On Sprinkler Fixings 
y, ¥. EXCHANGE BULLETIN OUT 





Experienced During Winter of 
1917-18 Cited as Showing 
Need of Care 





precautions against impairment of 
automatic sprinkler equipment due to 
ging are urged in a timely bulletin 
issued by the New York Fire Insurance 
e. It reads as follows: 

Attention is called to the necessity 
for extra care of automatic sprinkler 
equipment during the approaching pe- 
of cold weather. The trouble ex- 
rienced during the winter of 1917- 
1918 with numerous equipments, owing 
to the severity of the weather and lack 
of coal, makes it urgent that special 
precautions be taken at this time to 

















COLUMBIAN NATIONAL 
FIRE INSURANCE COMPANY 


Built on its REPUTATION of SER- 
VICE to its LOCAL AGENTS 


The sign of the COLUMBIAN NA- 
TIONAL backed by its integrity is the 
sign of good insurance 

T. A. LAWLER, General Manager 


LANSING, MICHIGAN 























reyent a recurrence. We, therefore, 
ask that the following recommendations 
be carried out in so far as they pertain 
to your property: 

A general inspection should be made 
of the building, and all broken windows, 
skylights and ventilators repaired, and 
outside doors made weather tight. Em- 
ployes should be cautioned about leav- 
ing doors, windows and ventilators open 
at closing time. Heating system, if any, 
should be placed in proper working con- 
dition so that a temperature of 40 de- 
grees F. can be maintained nights, Sun- 
days and holidays throughout the entire 
building Under no condition should 
the steam heat be cut off or the boiler 
fires drawn over Sundays and holidays. 
An adequate reserve supply of coal 
should be provided for the winter’s 
needs, or arrangements made with your 
coal dealer to keep your building well 
supplied if storage space is lacking. 

Entire sprinkler equipment to be ex- 
amined by a responsible person and por- 
tions on the wet pipe system exposed 
to low temperatures—such as vesti- 


bules, show windows, hallways, stair- 
way and elevator shafts, shipping 
rooms, driveways, underground vaults, 
subway entrances, attics, roof struc- 
tures, skylights, etc——properly heated 
or the pipes insulated with hair felt, 
care being taken that the wrapping is 
so applied as not to interfere with the 
proper operation of the sprinklers. If 
necessary, and conditions warrant, per- 
mission will be granted in writing to 
shut off some of these minor portions 
during the winter months. 

Each dry pipe valve to be examined 
and placed in good working order. Low 
points in pipe system and air reservoir, 
if any, to be thoroughly drained. En- 
closure heating apparatus to be placed 
in commission and a temperature of not 
less than 40 degrees F. maintained dur- 
ing the winter months. A daily inspec- 
tion to be made of each valve and air 
and water pressure, also temperature 
of enclosure recorded and kept on file 
by party making inspection. 

Pressure tank enclosure heating ap- 
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paratus to be placed in commission and 
a temperature of. not less than 40 de- 
grees F. maintained during the winter 
months. Auxiliary heating apparatus, 
such as gas or electric heaters, to be 
installed if experience has proved the 
steam heating system inadequate, and 
emergency drain pipes and valves in- 
sulated with hair felt as an extra pre- 
caution. A daily inspection to be made 
of each tank and air pressure and water 
level, also temperature of enclosure 
recorded and kept on file by party mak- 
ing inspection. 

Examine each gravity tank and all 
piping connected therewith. Provide 
extra insulation about exposed pipe, es- 
pecially at emergency drain if present 
protection has proved inadequate. Place 
heating apparatus in commission and 
maintain sufficient heat in tank to pre- 
vent water from freezing. 

Each city water connection and Fire 
Pump to be tested out by actual flow 
of water once a week and a record kept 
of water and steam pressure and cur- 


rent supply. Auxiliary heating appar- 
atus to be installed in’ meter and valve 
pits, if necessary, or extra insulation 
to be placed about exposed piping and 
valves. 


Fire Department connection on out- 
side of building to be maintained in 
proper order, free from obstruction and 
ready for use by the Fire Department 
in case of need, 


All gate valves, including post indi- 
cators and sub-surface valves, and all 
private hydrants to be well oiled, test- 
ed and kept in good working order and 
free from obstructions. 

Night watchman and/or engineer 
should be properly instructed in the 
care of the sprinkler equipment and the 
location of the nearest fire alarm box. 
The employment of a responsible per- 
son to act as watchman nights, Sundays 
and holidays during the winter months 
in buildings without watchman service 
of any kind is especially recommended. 

In event of trouble being experienced 
with any portion of an equipment, this 
office—telephone: 6244 Beekman—and 
the nearest Fire Department Company 
should at once be notified. The Auto- 
matic Sprinkler Department is pre- 
pared, and its services are offered 
gratis, to advise and co-operate. with 
the insured to obtain immediate emer- 
gency service from the sprinkler in- 
stalling companies. 





PHILADELPHIA CHANGES 

The Philadelphia agency of the Col- 
umbia of New Jersey has been trans- 
ferred from B. D. Prince to McCall & 
Co. J. Howard Brown & Co., have 
been commissioned by the Svea Fire 
and Life of Sweden for Philadelphia 
and vicinity. 





HEADS PACIFIC CONFERENCE 


Adam Gilliland, assistant general 
agent in San Francisco for the Hart- 
ford, was re-elected president of the 
Pacific Coast Underwriters’ Conference 
at their recent annual meeting. 
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A Profitable Cold Weather Line 














A most profitable cold-weather line 
is sprinkler leakage insurance, says the 
Aetna Life. 

Approximately 75% of sprinkler loss- 
es come from the freezing of sprinkler 
pipes. In every sprinkler installation 
there are portions of buildings which 
may not be heated at all times suffi- 
ciently to prevent freezing. Among 
such exposed places are hallways, en- 
tries, stair towers, show windows, ship- 
ping rooms, attics, roof monitors,, sky- 
lights, places near freight elevators and 
around alley entrances where goods*are 
received or shipped, under floors and 
sidewalks, etc, Freezing sometimes 
results from the failure or faulty opera- 
tion of the heating apparatus for grav- 
ity tanks, or because of neglect to make 
repairs to the frost-proof boxing used 
to enclose tank connections, or because 
city connections of the sprinkler equip- 
ment are not properly protected against 
freezing. Failure to shut off and drain 
carefully the sections of sprinkler 
equipment located in portions of the 
building which are closed temporarily 
is another cause of freezing. 

Freezing is most likely to occur on 
Sundays and holidays where buildings 
are left unguarded. A window broken 
by some object from outside, or acci- 
dentally from within by an employe, 
may escape the waichman’s notice— 
especially if in a remote part of the 
building—and admit enough cold to 
freeze adjacent sprinkler pipes. The 
same results may follow when a win- 
dow is accidentally left open or where 
some part of the building is improperly 
protected during repairs. In fact, the 
proper care of sprinkler systems in 
freezing weather requires so much vigi- 
lance and skilled supervision that any 
Owner or tenant of a sprinklered build- 
ing recognizes the two-fold danger he 
faces, the danger of water damage and 
the increased danger of fire due to the 
sprinkler equipments becoming useless. 
Every winter the losses from this one 
cause run ‘rto millions of dollars. 

Many other conditions cause sprink- 
ler leakage or premature opening of 
sprinklers. In a factory risk where 
there is heavy machinery, the constant 
vibration of the floors is likely to cause 
trouble sooner or later. Many manu- 
facturing processes throw off fumes 
which cause corrosion. 

Aitna-izers should point out to the 
owners of sprinklered property that the 
sprinklers are at work all the time 
holding back the pressure of water in 
the pipes and that, like other machines, 
they depreciate and eventually become 
unreliable. Time causes many sprink- 
ler heads to open prematurely owing to 
the tendency of solder joints to give 
way under the prolonged strain. 

Leakage at connections, and _ the 
breaking of sprinkler piping frequently 
follows the settling of a building—and 
no comment need be made as to the 
tendency of most new buildings, and 
many old ones, to settle. 


The breaking of a belt, or any other 


accidental striking of the sprinkler 
head, often causes the sprinkler to 
open. For example, the piling of stock 


close to the ceilings, the careless throw- 
ing of stock into storage bins, etc., are 
practices which lead to heavy losses, 
especially in the case ef stock suscepti- 
ble to water damage. 

Sprinklers are often exposed to tem- 
peratures much higher than provided 
for at the time of their installation, 
thus causing premature opening. For 
example, some heat-producing process 
is introduced into a room where the 
sprinklers have a low fusing point— 
or where high-test sprinklers were in- 
stalled to take care of such a process 
they may “let go” under the long-con- 
tinued strain of too high a temperature. 

The average man fails to appreciate 
how much damage an unchecked sprink- 
ler can do im a short space of time. 
Five sprinkler heads will discharge ap- 


proximately as much water as one fire 


engine stream. One sprinkler head will 
shower over an area of 80 square feet 
and like a clean-cut break in a half-inch 
pipe will discharge 1,350 gallons of 
water in thirty minutes, or 45 gallons a 
minute, A sprinkler head open only 
part way may not operate the auto- 
matic alarm, thus making it possible 
for water to run from Saturday to Mon- 
day without being noticed. 


Heavy losses are caused by the pre- 
cipitation of gravity sprinkler tanks. 
Weakened supports, rotted wooden 
beams, corroded steel trestles, and the 
settling or cracking of a brick wall sup- 
porting a tank are among the things 
which cause a tank to fall. The tank 
itself sometimes collapses, especially if 
constructed of wood and bound with 
flat hoops which are allowed to go un- 
painted. Corrosion in such cases rapid- 
ly weakens the hoops and eventually 
causes the tank to collapse. 

Many large tanks rest on~ wooden 
supports which afe subject to decay. 
When these give way they release a 
tremendous weight of water concen- 
trated over a small part of the building. 
About two-thirds of the damage is 
caused by the impact when the tank 
tears its way through the building, 
only about one-third of the damage be- 
ing caused by the discharge of water. 
The tank insurance however, fully cov- 
ers both forms of loss. 





UNDERWRITERS OFFER REWARD © 





Informants As To Robber of Public 
Service Magnate’s Home at Bernards- 
ville, N. J., Will Receive $5,000 





Rewards of $2500 each are offered 
by the Preferred Accident Insurance 
Co., 2 Rector Street, and Col. Anthony 
R. Kuser, vice-president of the Public 
Service Corporation of New Jersey, for 
information leading to the arrest and 
conviction of burglars who robbed the 
Kuser home at Bernardsville, N. J., 
after drugging all but one member of 
the Kuser family. How the robber got 
irto the house, with its. eighteen ten- 
ants and with a watchman on duty, 


chleroformed the family and got away. 


with $20,000 in jewelry is a mystery. 








Superior Fire 


A. H. TRIMBLE, Prest. 


Capital $600,000.00 





Insurance Co. 


PITTSBURGH, PA. 
Incorporated 1871 
EDWARD HEER, Vice-Pres. & Sec’y 
H. J. A. FINLEY, Asst. Secretary 
Why not make room in your agency for a conservatively 


managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, wil! bear inspection for half a century? 


Net Surplus $585,340.:/0 


Assets $3,067,548.54 











l 18 
| “The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


TOTAL ASSETS - > ° : $1,559,363.71 
TOTAL LIABILITIES - - - 935,524.08 
NET SURPLUS : - - - 623,839.01 





O, J. PRIOR, President 





W. M. CROZER, Secretary 
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SCHAEFER & SHEVLIN 
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FIRE and AUTOMOBILE INSURANCB 
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+HOMAS AND Coy, 


Kv 9 INCORPORATED & 
oAk AN, 


INSURANCE AND REAL ESTATE 
BUFFALO, N. Y. 


Offer facilities for writing large lines in Buffalo, N. Y., terri- 
tory, including INSPECTION and ENGINEERING SERVICE, 


FIRE, EXPLOSION, U. & 0., RENTS, AUTO. 
MOBILE and ALL CASUALTY LINES. 


General Agents in Erie and Niagara Counties for 
Norwich Union Indemnity Co. 





























Binders Effected on Risks Anywhere in the U. S. & Canada 


Phone John 4613 


BERNHARD INSURANCE AGENCY 
43 Cedar St., 40 Clinton St. 
New York City Newark, N. J. 


Agricultural Ins. Co, of Watertown Nationale of Paris Fireman’s Fund 
Atlas Assurance Co. Rhode Island Insurance Co, Home Fire & Marine 














° Fire, Marine, Windstorm, 
Automobile, Sprinkler Leak- 
, age, Riot and Explosion In- 
of Waterton. 1. surance. 

E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEP'’T. 

JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 
N. Y. SUBURBAN & NO. N. J. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 























London »° Lancashire 
Insurance Co. Ltd. 


OF LIVERPOOL, ENGLAND. 
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Caledonian Insurance Co. of Scotland 


FOUNDED 1605 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 





UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U.S. Mgr. R. C. CHRISTOPHER, Asst. U. 3. Mgt. 
NEW YORK CITY OFFICE 
_ Golden Hill Building, 59 John Street, New York 
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Asking High School Students 
To Solicit For Insurance 


When High School children came into the office of the Manufacturers’ Lia- 
pility Insurance Company of Jersey City, in response to an “ad” which they saw 
in the Want “Ad” column they were handed the following letter signed by Presi- 
dent A. E. Williamson, of the Manufacturers, and told to get busy in selling auto- 
mobile insurance. “All the facts you need,” said Williamson, “you will find in 


this letter.” 
The text of the letter follows: 
SUBJECT: Automobile Insurance Salesmen. 
A prominent New Jersey Attorney said to me recently: 


“Mr. Williamson your company has the best plan of automobile insur- 
ance in existence. If the public knew about it you would insure all the 
automobiles in the State.” 


My idea in advertising for “Help Wanted” was to get you to help convey 
this knowledge to the public, and for your services I am prepared to pay you 


liberally. 

This company is different from the ordinary insurance company in that it does 
not deal through agents. The ordinary insurance company does, and pays them 
for their services, twenty-five, thirty and thirty-five per cent. We deal direct 
with the public and write their automobile insurance for thirty per cent less 
than ofher insurance companies. There are a few cut rate companies but they 
are small and people do not like to insure except with big rich companies because 
when they have a loss they want to be sure that the company is financially able 
to take care of it. 

Read the enclosed pamphlet carefully. 

It is my idea that a boy or girl who is smart enough to get into high school 
will be smart enough to introduce this insurance for us to his friends and rela- 
tives or to anybody else who owns an automobile. 

My suggestion would be, if you like the idea of this kind of work, that you 
go to the owner of an automobile and hand him one of the circulars showing 
where he will save thirty per cent on the cost of his insurance, get him to show 
you the policy he now has and tell him that you can duplicate it in every detail 
for thirty per cent less than he is now paying. You can sell every person you 
approach unless it so happens that the policy he now has has not yet matured 
or run out, or expired as they call it in the insurance world. In a case like this I 
suggest that you find out when his present policy does run out, send his name 
into us with such particulars as you can get, i. e., the kind of a car it is, whether 
it is a runabout, a touring car or a sedan, and if you can get it, the engine number, 
and then just before his present policy expires we wll ask you to go and see him 
again or if he sends the policy to us because of your solicitation, we will pay you 
one-half what we would have paid you had you sold him direct. 

The insurance I want you to solicit is complete automobile insurance, public 
liability fire and theft, etc. You don’t have to know the price. All you have to 
do is say to your customer it will cost you thirty per cent less than you could 
get it in any other good company, and as I said before, if you can get him to 
show you his policy, and take a note of what is written in the policy in type- 
writing and send it to us we will write you what to do. 

I have in mind paying you five dollars for every automobile policy you sell 
with the exception of Fords. On Fords we will pay you $2.50. I am quite sure 
that any bright boy or girl can sell one, two or three ef these policies a day. There 
is nothing to prevent your selling your father, brother, uncle, cousin or anybody 
else that you know. There can be no question raised as to the strength and char- 
acter of the company that you represent. This is the largest and weaithiest com- 
pany of its kind in the United States. It has assets of almost three millions of 
dollars. It is authorized to do business in the principal States including Massa- 
chusetts and New York and is under the supervision of all the insurance depart- 
ments. It is operated by a group of manufacturers as represented by its directors 
who are in turn the heads of some of the largest institutions in the country. It is 
not in any sense a cut rate company. We conceived the idea of, selling insurance 
direct to the public and giving the public the advantage of the 30% or more that 
is usually paid to agents. The plan has been so successful that the company’s 
growth in volume of business and financial strength has never before been equalled 
in the history of the insurance business. 

If you are asked the question whether this is a mutual company or not, your 
answer is that it is not. It is a stock company just the same as the Travelers 
or any of the other stock companies. It has a surplus to policyholders of almost 
4 million dollars. 

I should like to hear from you as to whether you would like to sell this auto- 
mobile insurance for us, and will supply you with any further information you may 
think necessary, either at once or after you have talked to one or two prospective 
customers and found out in what particulars you may be insufficiently informed. 

A. E. WILLIAMSON, President. 
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Course Announced and Discussed 


Nora Vincent Paul 
Interviewed By “World” 


WOMEN’S PLACE DOWN TOWN 








Should Be Feminine, Not Masculine, 
And Cultivate Cheerful Manner, 
She Counsels 





Nora Vincent Paul, vice-president of 
a Western insurance newspaper, who 
travels about the country selling insur- 
ance advertising, was the subject this 
week of a two-column human interest in- 
terview by Fay Stevenson in the New 
York “Evening World.” As Mrs. Paul 
can hold her own with any of the busi- 
ness women of the country, is clever 
and a hustler, her views are interest- 
ing. She told Miss Stevenson: 

“An important thing for every busi- 
ness girl to know is when to stop talk- 
ing. So few women realize when they 
have proved their point or put over 
the desired transaction. The art of 
going when the going is good is the 
greatest and most important factor of 
a woman’s success in business. She 
must know how to talk herself in and 
talk herself out. The moment she sees 
a man is bored she must leave. If 
she doesn’t he will be ‘out’ the next 
time she calls. If he is busy she should 
talk a few moments and call again with 
her mission. And if he does have time 
to talk she must know how to present 
her subject and how to breeze out as 
easily as she breezed in. 

“It seems to me,” pointed out Mrs. 
Paul, “that it is most unwise for a 
business woman to take luncheon or 
dinner with her employer or any one 
with whom she expects to transact 
business. I have never accepted a 
luncheon or dinner engagement and 1 
would not advise an ambitious business 
woman to.” 

“What attitude do you think the aver- 
age man likes to have a business woman 
take? What type of woman do you 
think he niost appreciates?” 

“The woman who does not ape mas- 
culine ways,” was the quick response. 
“IT have observed that every man pre- 
fers the feminine type of woman to the 
masculine creature who assumes mascu- 
line stocks and ties and that blunt, 
too matter-of fact manner. 

“There is a place in the business 
world for both men and women,” con- 
tinued Mrs. Paul, “therefore there is 
no reason why a woman should try to 
be masculine. If she is wise she will 
not assume a superior manner, but 4 
sweet, kindly feminine spirit, which 
does not try to supersede or be dictator- 
ial. I have found that men are very 
kind to this woman and will try to help 
her, giving her many points which they 
have learned all these years: But no 
man cares to aid the masculine, over- 
powering woman. 

“A cheerful, happy smile is a great 
asset in the business world.” 





NORWICH UNION CONFERENCE 

The Norwich Union held a three days 
conference of field men at the Home 
Office last week, specials attending 
from the Eastern and Southern De- 
partments. The new United States 
manager, Hart Darlington, and others 
made talks. 








“Business Production” was the theme 
of a talk given at the monthly meeting 
of the Brooklyn Insurance Brokers’ As- 
sociation by Edward W. Dart, manager 
of the Consolidated Fire, Life & Acci- 
dent Brokers, Inc., 110 William Street, 

ay evening. Mr. Dart formerly 
Was with the New York Fire Insurance 
e and later with Johnson & 
i as a sprinkler expert and rater. 
@ told the brokers how to increase 
business, 

Chairman John H, Perry reported for 

Nominations committee and the 
followed. Also the lecture com- 

ie reported on the arrangements 
42 educational course to extend 
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British Also Have Auto 
Insurance Worries 


AN ARTICLE IN LONDON “TIMES” 








Misunderstandings Over Claims Com- 


mon; Insistence on “Legal Rights” ; 
New Use for Cars 





All the troubles of automobile under- 
writing are not confined to this country 
by any means. Recently, the London 
“Times” printed a story under the head- 
ing, ‘““Motor Insurance Pitfalls,” which 
illustrates that the British insurance 
men have their troubles in this connec- 
tion also. The story, which is signed 
by Captain E. De Normanville, fol- 
lows: 

What is wrong with motor-car insur- 
ance systems? Why is it that they do 
not seem to have attained an efficiency 
equal to ordinary insurance? 

At first I thought that my own ex- 
periences were unfortunate. I find, 
however, that most of my motoring 
friends have similar complaints to 
make. There is too often a hitch—es- 
pecially with small items. These 
hitches are very annoying, and one 
does not encounter them in insurance 
claims not connected with motoring 
matters. 

I find I have no complaint legally. 
It is precisely that fact to which I take 
exception. 

I have had occasion to make two 
claims recently. Coming out of a shop 
one day I found that some passing 
vehiele had obligingly crumpled up my 
front mud-guard. I submitted the esti- 
mate for a new one to the insurance 
company. Very politely, but with equal 
firmness, they referred me to Clause 
999, sub-section 888, paragraph xy2, in 
which I found that my claim was a few 
pence below the minimum which they 
deign to entertain in the policy. Very 
legal—and very annoying. 

Then I had mv radiator can and sil- 
ver-plated mascot stolen. This time IT 
thought I would study my policy first 
and get a grasp of its qualifying “ifs.” 
But life is really too short—and my 
brain too feeble. So I had another try. 


“The Terms” 

This time it has taken their trained 
sleuth-hounds a week to find the clause. 
But apparently they have found one, 
They refer to it as “the terms’—no 
further details. According to “the 
terms” I have again claimed too little. 
If I had put 10s. on “for luck,” I be- 
lieve that I should have had a chance. 
I started to try to track down “the 
terms,” but after a few arduous efforts 
I gave up the chase, and have now 
become a fatalist in motor insurance 
matters. 

But, seriously, is it not time that we 
had generous treatment based on com- 
mon sense? It is common sense and 


not legally jargoned “ifs” that should 
govern any bona fide claim. 
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Arms Conference 
Hope of Insurers 


AID TO CREDIT IS REAL AIM 





Marine Underwriters Eagerly Look to 
Washington for Assistance to 
Foreign Trade 





All eyes are turned toward Washing- 
ton today. This, the third anniversary 
of the dawn of peace on Burope’s war- 
torn battlefields, witnesses the broaden- 
ing of hopes for the readjustment and 
stabilization of a world’s crippled 
finances. As the curtain is raised with 
the memorial ceremonies at Arlington 
the stage is seen set for the most im- 
portant international gathering since 
the peace sessions at Paris. Through 
the meeting of brilliant leaders in 
statesmanship, military affairs and busi- 
hess representing leading countries of 
three continents there is expected to 
emerge some feasible plans whereby 
foreign trade and exchange of credit, 
so necessary to the welfare of every 
civilized country, may be lifted from the 
doldrums and restored to a state of 
healthy activity. Unofficial delegates 
interested either directly or indirectly 
in insurance are in Washington and 
they may be expected to exert what in- 
fluence they can to gain support for 
proposals helpful to their own business. 

That the forming of agreements aim- 
ing toward the limitation of naval arma- 
ments is the principal task laid before 
the conference is obvious, and the mat- 
ter of delving into other international 
problems is almost wholly dependent 
upon the successful culmination of dis- 
cussions and carefully shaped proposals 
bearing directly upon the armament 
issue. But behind the purely military 
aspect of this gathering of govern- 
ment leaders lies the main quest, that 
of untangling the economic knot which 
has been drawn so tightly about the 
arteries of industry, banking, shipping 
and commerce that it has fairly 
strangled the normal functioning of 
international credit. 

Ways and means must be found to 
permit nations to resume foreign trade 
upon a basis which will not amount to 
self-annihilation. The proposed cutting 
of appropriations for naval develop- 
ments simmers down in the final anal- 
ysis to nothing more than the release 
of millions and millions of dollars for 
investment in more profitable fields, 
those promising to yield beneficial re- 
turns to the inhabitants of every coun- 
try and lift from their shoulders a part 
of the terrific burden of taxation placed 
there through the tremendous destruc- 
tion wrought by the war. Avenues of 
relief are, recognized as absolutely nec- 
essary for the proper restoration of 
international equilibrium and the Wash- 
ing conference will measure its suc- 
cess or failure by the amount of head- 
way it registers in securing those ends. 

Freedom from debt, freedom from 
the onerous obligations of paying huge 
reeg annually in the form of interest 


to foreign. capes is the goal of’ 


Europe. « must precede a rehabili- 
tation of international trade and politi- 
cal co-operation among nations and if 
the conference’ achieves*the initial 
mark which prompted the call sent out 
last summer from the White House it 
is confidently expected that overtures 
will be made looking toward the re- 
funding of international debts on a dis- 
tinctly liberal basis, and that sugges- 
tions will be offered touching upon the 
inadvisability of erecting high tariff 
barriers in this country and later in 
others as a matter of retaliation. Ob- 
stacles blocking the wheels of trade 
must soon be removed, not fastened 
down tighter, 

No classes of business realize more 
clearfully or distinctly the misfortune 
attending the interruption of foreign 





Syndicate Critics 
Find Answer Abroad 


FREE COMPETITION HARMFUL 





Unrestrained Hand in Underwriting 
Invariably Leads to Ridiculous 
Rates and Conditions 





Persistent criticisms of the principle 
of united action, underlying the move- 
ment for a syndicate arrangement in 
the American hull market, continue to 
flow from certain sources along Beaver 
and William Streets. The Syndicates 
bear the brunt of remarks to the effect 
that pernicious interests control them, 
that freedom of action is throttled, and 
that individualities and personal judg- 
ments are swept aside and disregarded 
by some powerful combination alleged 
to dominate the Syndicate _ rates. 
These critics are not without their 
friends in newspaper circles who fer- 
tilize these seeds of dissatisfaction in 
the hope that the budding Syndicates 
will be choked by weeds in their own 
garden. 

It is significant that the leading 
spokesman for the Syndicate knockers 
ran in his columns an excellent review 
of the hull situation in London. Evi- 
dently the article was not written by 
the editor because it concluded with 
the following remarks after clearly 
setting forth reasons for the disastrous 
collapse of theshull agreement: “The 
only question is, how long will it take 
to recover the lost ground? The answer 
depends upon many things, chief of 
which is the question whether under- 
writers can act in unison on essentials. 
If a return to some form of hull agree- 
ment is possible, a quick recovery may 
be made. But if individual underwrit- 
ers prefer to go their own way and 
write on independent lines, it may be a 
long time before any definite improve- 
ment becomes noticeable.” 

Above is a direct answer to state- 
ments that decentralization of the hull 
market is the cure for all evils. With 
due respect to American hull under- 
writing ability England retains the 
cream of the profession and the very 
recent succession of events’ there 
brings no cheer to stockholders of 
purely marine writing companies or to 
many members of Lloyd’s underwriting 
groups. Individuals. with immense 
facilities for underwriting hull lines 
grew tired of allowing their personal 
opinions to ‘be subservient to rules 
and practices embodied in the Joint 
Hull Agreement, broke the chains hold- 
ing the market together, and dashed 
off by themselves in eager search of 
steamship owners readily amenable 
to offerings at lower rates. 








trade than banking, shipping and mar- 
ine insurance. It is therefore a matter 
of prime importance in marine under- 
writing circles that common sense, 
practical judgment and a sense of jus- 
tice shall prevail in the gathering at 
Washington over the petty prejudices 
of national groups and the inconsisten- 
cies of political tomfoolery. 

If the deadlock is broken under- 
writers can well expect and prepare 
for a profitable expansion of business. 
If not, even the habitually optimistic 
will not sincerely predict a steady, un- 
interrupted restoration of imports and 
exports in the immediate future. Trade 
does not work in a mysterious fashion; 
nor without conscious painstaking ef- 
fort by those most capable to further 
its growth. Its upbuilding is sustained 
step by step, and if the pinnacle is to 
be reached proper foundations must be 
laid. Those underlying pillars are 
missing today. They can and may be 
found in the interchange of ideas at 
Washington. Insurance men sincerely 
hope so, wt 
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Almost without exception unrestrain- 
ed hull underwriting has led to slash- 
ing of rates. A few companies may 
benefit but the great. majority pay the 
penalty for hasty, unwarranted action. 
W.thout giving one iota of considera- 
tion to the personnel of the American 
Syndicates the unfortunate experience 
of the British hull markets should have 
some weight here in co-ordinating and 
welding support for the Syndicates, for 
concerted action. Not so long ago the 
American Hull Underwriters Associa- 
tion gave way before the optimism of 
individualists. and results are well 
known. The Syndicates came into be- 
ing. Now, true to American traditions, 
some underwriters howl again for a 
change. Forgetting that hull business 
under any rules of underwriting is 
scarce today they believe their person- 
al business would take on a new lease 
of life if they were unhampered and 
could go after accounts minus the rou- 
tine and red tape associated with all 
pools. It’s easy to perceive where 
the hull market would find itself within 
a year or so. 

Unless the ability and intelligence 
of any particular underwriter clearly 
outshines that of the average the individ- 
val has nothing to gain by loudly pro- 
claiming the alleged advantages of free 
competition. He should be thankful 
that the business he derives from his 
companies’ participation in the Syndi- 
cates is passed upon by underwriters 
generally conceded to be the brainiest 
and most capable in the market. For 
the latter, their sacrifices are offset by 
the knowledge that the new and inex- 
perienced and more erratic companies 


‘én the local market cannot scramble for 


risks at ridiculous rates so long as they 
retain their memberships in the agree- 
ment. For practically all concerned the 
Syndicates have proved fortunate. If 
not altogether in a positive manner at 
leost negatively insofar as they have 
prevented a debacle similar to the jum- 
ble and tangle into which English un- 
derwriters hurled themselves when left 
cnchaperoned. 





CONFERENCE DELAYS VOTE 





Contributing Loss Clause Handed ty 
Special Committee of Auto Con. 
. ference For Analysis 





Once again the Eastern Automobile 
Underwriters’ Conference failed to take 
action on the contributing loss clause 


proposition upon its removal from the 
table last Friday at a special meeting. 
After lengthy discussions it became ob. 
vious to members present that opposi- 
tion to the proposal was so determined 
that to pass the measure with only a 
bare majority in favor would be re 


sented as coercion by the opponents, 
Harmonious agreements are desired, 
which will satisfy both factions in a 
fair measure and not antagonize any 
group to tke point where resignations 
are openly threatened. 

A special committee of executives 
was appointed to analyze the proposi- 
tion still further and report back on 
their findings. Although the final vote 
has been again postponed it appears 
inevitable that a restricted form of auto 
coverage for fire and theft policy will 
eventually be sanctioned for use by 
those companies which attribute moral 
hazard losses to over-insurance. 





MORRISON McGILVRAY DIES 

Morrison McGilvray, a junior marine 
underwriter for Chubb & Son, who had 
made a brilliant start toward a suc 
cessful underwriting career, died on 
Monday in Christ Hospital, Jersey City, 
following a severe attack of typhoid 
fever. Mr. McGilvray was only twenty 
years old, but during his four years as 
an employe of Chubb & Son had demon- 
strated ability quite above the average 
which wodn for him a position of con 
siderable responsibility despite his 
youth. His many friends in marine 
circles who noted his advancement with 
intense satisfaction were shocked to 
learn of his death. His home was it 
Jersey City. 
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Syndicate Returns 
Are Encouraging 


PREMIUMS FOR “C” 





$7,200,000 


Underwriting Account of First Year 
produces Apparent Profit of 11%; 
Syndicate “B” Figures 








Figures can often create false im- 
pressions, it is true, but unless purpose- 
ly manipulated they will not of them- 
selves reflect exactly the opposite color 
from that which they were intended to. 
All of which is preliminary to the state- 
ment that the underwriting accounts of 
Syndicate: B and C indicate progress 
and vindicate the sponsors of the cen- 
tralization movement who have been 
the unhappy recipients of much criti- 
cism. The underwriting experiences of 
the first year, running from August 10, 
1920 to August 30, 1921 for Syndicate 
Band July 31 for Syndicate C, while 
not classed as world-beating records 
nor as anything spectacularly brilliant, 
are, neve:theless, encouraging when 
yiewed in the light of present upheavals 
the world over in hull underwriting. 
For those who link themselves with 
supporters of the Syndicate movements 
there is a good bit of encouragement in 
the initial showing. 

Total premiums for Syndicate C 
amounted during the period under sur- 
vey to $7,226,592, of which $1,397,519 
was returned to policyholders, leaving 
a net premium income of $5,829,073. 
Of this amount $2,487,785 was earned, 
after allowing for a deduction of $500,- 
000 as a lay-up reserve. Interest earn- 
ings swelled. the total to $2,513,440. 
Losses paid equalled $242,184, with out- 
standing losses totalling $1,159,230. The 
full loss ratio amounted, therefore, to 
24% of the net premiums and 56% of 
the earned premiums. 

Commissions ran into high figures, 
aggregating $785,838 or 13% of the net 
premiums. Adding the various items 
of expenditure one estimates an ap- 
parent underwriting profit of nearly 
11% of the earned premiums, the ex- 
cess of receipts over outgo being $267,- 
591. This yield, if maintained,, should 
compare excellently with the accounts 
of foreign hull writing companies 
which seemingly have gobbled up a 
number of attractive American hull 
lines. Hull lines have a singularly 
pernicious habit developed in late years 
of advancing claims two and even three 
years after premiums are earned so 
that the alleged profit is a liquid, and 
possibly continually evaporating amount 
until four years after the risks attached. 

Premiums overdue amounted to $218,- 
139. Cash receipts, net, equal $3,403,- 
347, the sum of $258,801 received from 
subscribers, not being included. 

Syndicate B Operations 

Syndicaic B is an automatic organiza- 
tion, with receipts fluctuating in exact 
ratio to the suecess of the Shipping 
Board in selling its vessels on partial 
Payment bases. Premiums received 
during the year and twenty days in- 
cluded in ‘he report equalled only $1,- 
400,870, and of this amount return 
Premiums accounted immediately for 
$650,621, or 46%. Minus premium re- 
serves, and a lay up reserve of 10%, 
and including interest on cash assets 
earned premium amounted to $651,- 
a Losses, including those paid and 

standine equalled $142,953 and com- 
missions removed $45,804 more. The 
— therefore, reaches the almost 

tiling figure of $448,787, or 69% of 
: earned premiums. Again one must 
. cautioned against premature out- 
ursts of cnthusiasm for very frequent- 

4 Said, late claims came home to 
Vague insvranee company stockholders 
fa, Waiting to apportion a nice sum 
ran) ea: In any circumstance the 

Should quiet the chronic kickers 
Vent their spleen on underwriting 
organizations controlling rates and con- 


WATCH SERIAL NUMBERS 





Company Advises Agents to Copy Num- 
bers Carefully; They Are Chief 
Means of Identification 





Agents and brokers are urged to be 
especially careful in copying serial 
numbers onto automobile fire and theft 
applications for insurance for the rea- 
son that the serial number constitutes 
the principal key to identification when 
thefts are reported. In a circular sent 
to agents by one of the leading fire 
companies the following advice is 
given: 

“In insuring automobiles it is very 
important that the serial number be 
correctly. stated in the policy, other- 
wise a positive identification of the car 
insured is impossible in the event of 
loss. Stolen cars can usually only be 
traced through the serial number, 
which is the single key to identifica- 
tion used by detective bureaus, State 
departments and the manufacturers 
themselves. Frequently only through 
the serial number can the assembly 
record of the car be obtained from the 
manufacturer, and this is most impor- 
tant when mutilated numbers are en- 
countered, 

“While we are glad to also have the 
motor number, this is not nearly so im- 
portant as the serial number, which we 
would like in all cases. The courts have 
held that every fact stated in the ap- 
plication for an automobile policy is 
deemed material which would mate- 
rially influence the judgment of the un- 
derwriter either in accepting the risk 
or in fixing the rate. As we check 
model years according to serial num- 
bers, an error as to either or both might 
invalidate the policy.” 





HUEBNER ON HAGUE RULES 





Congressmen Seeking To Learn Wheth- 
er They Give What Underwriters 
and Shippers Ask For 





Replying to a query from The East- 
ern Underwriter regarding the attitude 
Congressmen take toward The Hague 
Rules, Dr. S. S. Huebner, insurance ex- 
pert to the Shipping Board, gave the 
following as his views: 

“It is yet somewhat early to state 
just what attitude will be taken in this 
matter. As I see it, the whole question 
is ‘just what do The Hague Rules in- 


volve, i. e., just what do they mean.’ - 


On the face of it the Rules seem to be 
quite comprehensive, and certainly rep- 
resent a big step in advance of the 
monstrous bill-of-lading conditions that 
have prevailed heretofore. We are just 
now trying to ascertain the exact mean- 
ing of The Hague Rules, and for this 
reason Mr. Haight was called to Wash- 
ington. 

“No definite conclusion has yet been 
arrived at as a result of his explana- 
tion. The Rules were, of course, adopt- 
ed last summer without there being a 
chance to consider the testimony taken 
before the Committee. Now the ques- 
tion is: Do The Hague Rules substan- 
tially give what shippers and under- 
writers were asking for? I may add 
that we will give most careful consid- 
eration to this problem within the next 
week or two.” 





MATTHIAS NICOLL DEAD 





Former Atlantic Mutual Officer and 
Prominent Society Man Succumbs 
To Long Iliness 





Matthias Nicoll, for many years con- 
nected with the Atlantic Mutual, and 
a member of an old New York family, 
died Saturday at his home, 104 Hast 
Seventy-ninth Street; after a prolonged 
iliness. He was eighty-one years of 
age, and had retired several years ago 
from active participation in marine in- 
surance work. Mr. Nicoll was a de- 
Scendant of Matthias Nicoll, secretary 
of Sir Robert Nicoll, first English gov- 
ernor of the colony of New York in 
1664. He was graduated from Williams 
College in 1861 and soon afterwards en- 
tered the service of the Atlantic Mutual. 























THE LAW 


Relating To 


Automobile Insurance 


as stated and applied in the decisions con- 
cerning AUTOMOBILE FIRE — THEFT — 
COLLISION—TRANSPORTATION and 
INDEMNITY 
insurance policies from the first reported 
case in 1908 to the latest in June, 1921, with 
analyses of the cases 


By JOHN SIMPSON 


The subjects treated cover every point 
which has arisen in the higher courts re- 
garding automobile insurance and. include: 
Power to Write Automobile Insurance, 
Constitution of the Contract, Construction 
of Policies, Representations and Warran- 
ties, Valued Policies, Depreciation, Refor- 
mation and Cancellation, Proofs of Loss, 
Powers and Authority of Agents, Brokers 
and Adjusters, Arbitration, Appraisal and , 
Award, Extent of Loss and Option to Repair, 
Subrogation, Dealers’ Policies, Reporting 
Fire Losses, What Constitutes Theft, Re- 
porting Theft Losses, Return of Recovered 
Automobiles, What Constitutes Collision, 
Losses in Transportation, Violations of Law 
by Insured, Settlements with Injured Per- 
sons, Interference with Negotiations and 
Suits, Notice of Accidents, Reference to 
Insurance in Negligent Actions, Actions and 
Defenses, Public Service Vehicle Bonds, 
etc., etc. 
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CASUALTY AND SURETY NEWS 











Action to Interpret 
The Default Clause 


BEGUN IN SUPREME COURT 


Rights of Companies Who Deny Lia- 
bility When Insured is Behind 
On Premiums 


An action has just been commenced 
in the Supreme Court in the State of 
New York, which seeks to interpret 
the default clause so frequently found 
in policies of accident insurance. The 
clause upon which the litigation hinges 
is a modified ‘form of an original idea 
incorporated in accident policies years 
ago, whereby the insurance companies, 
in an effort to bring about speedy col- 
lections of premiums, stipulated that 
they would not be liable for accidents 
occurring while the insured was in de- 
fault in the payment of the premiums. 

More than fifteen years ago the Cor- 
nell action brought in the New York 
Courts against the Travelers -Insurance 
Company went to the Court of Appeals 
on the then existing default clause as 
contained in the standard provisions of 
an accident policy. This was an action 
where the beneficiary under an accident 
pclicy sought to recover from the Trav- 
elers for the death of the insured. It 
was admitted that the defendant issued 
a policy dated July 20, 1904, effective 
for 12 mon'‘hs therefrom, and that it 
was in full force for that period. Death 
occurred to the insured by accident on 
August 5, 1905. The question was 
whether or not under the default clause 
in the following form 

“This policy shall not take effect 
unless the premium is paid previous 
to any accident under which claim is 
made.” 

the policy was outstanding when the 
renewal premium had not been paid. 

The Court directed a verdict for the 
plaintiff and held in substance that such 
a clause should receive a liberal inter- 
pretation in favor of the insured and 
that the extension of credit for the pay- 
ment of the premium could be inferred 
by the dealings of the party. This rul- 
ing at Trial Term was upheld in both 
Appellate Courts. 

How Clause Reads 

With this decision the companies be- 
came somewhat alarmed and made 
every effort to reinforce the effect of 
this clause, until today modification and 
revision cause it to read as follows: 

“If default be made in the payment 
of the agreed premium for this pol- 

icy, the subsequent acceptance of a 

preinium by the company or by anv 

of its duly authorized agents shall 
reinstate the policy, but only to cover 
loss resulting from accidental injury 
thereafter sustained.” 
‘ Jn the cause now being litigated the 
insured had failed to pay his premium 
at the time of the accident and conse- 
auently the insurance company deniei 
liability. Later, the stand taken by the 





company was sustained bv the Insur- . 


arce Department of New York. 

The commencement of the present 
litigation indicates that the insured will 
insist upon a new interpretation of the 
default clause. 


Hit by Taxi 


From the papers on file in the Cornty 
Clerk’s office it appears that one John 
J. O’Connor took out a policy of acci- 
dent insurance of the usual form with 
the Aetna Insurance Company, dated 
August 17, 1917 and running twelve 
months from the date of its inception. 
The policy was renewed in 1918. 1919 
and 1920 and upon its expiration on 
August 17th, 1921, although notice had 
been sent by the company to the in- 
sured that the premium was due for the 
ensuing year, it was not immediately 
paid. Five days thereafter, August 


23rd, O’Connor was hit by a taxi cab 
while crossing one of New York City’s 
busy thoroughfares and instantly killed. 

Notice of death was immediately 
given the company and the usual blanks 
for presenting proof of loss were re- 
quested. The Aetna denied liability on 
the ground that the renewal premium 
had not been paid and in consequence 
thete was no policy outstanding at the 
time of the fatality. 

The beneficiary of the insured insists 


that the conduct of the company, in ac- ° 


cepting premiums for the years 1917, 
1918 and 1919, weeks after they were 
due under the terms of the policy and 
then issuing renewal receipis dated 
back to the pol‘cy date, constitutes an 
extension of credit. The Insurance De- 
partment, however, takes the opposite 
view. 

The attorney for the beneficiary is 
William Otis Badger, Jr. 





Prospects For 
Group Disability 
NOT BAD, DESPITE BUSINESS 





Insurance is Too Fundamental to Be 
Seriously Affected By 
“Hard Times” 





It would be a mistaken and short- 
sighted policy for insurance agents to 
take it for granted that existing busi- 
ness and industrial conditions make it 
inadvisable to put much stress on the 
solicitation of group disability insur- 
ance at the present time. There may 
be a dearth of business in certain lines 
but insurance is too fundamental to be 
seriously affected by temporary indus- 
trial depressions, says “Aetna-Izer.” 

There is, however, danger that the 
psychological effect of times like the 
present will react unfavorably on the 
mind of the agent, and so limit his pro- 
ductive efforts, whereas if he can re- 
tain his mental equil’brium and contin- 
ues to go after the business with the 
same zest, enthusiasm and determina- 
tion to get it, he will not be disappoint- 
ed at the results. 

Group disability bus'’ness is of course 
more closely related to business and 
industrial conditions than -some other 
forms of insurance but Aetna agents 
who assume that there is none of this 
business to be had at the present time 
are allowing themselves to be unduly 
influenced by the wholesale pessimism 
which makes conditions appear much 
worse than they actually are. The 
fact remains that Aetna-izers who re- 
fuse to let themselves be stampeded 
into a state of inactivity and mental 
inert’a are still writing group d‘sability 
policies. What they have done, you 
can do. 

“A little more care in the selection 
of prospects and a little more punch 
in the canvass will put your proposi- 
tion across with employers today just 
as it did in the flush period of infla- 
tion that followed the armistice,” says 
the company. “Frrthermore you have 
every reason to be confident that a 
group d'sability policy placed now will 
be permanent.” 
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Keep Up Accessory 
And Tire Shop Raids 


BURGLARS BUSY AS_ BEES 





Underwriters See Wave Comparable to 
“Booze” and Silk Shirt 
Epidemics 

Underwriters of mercantile burglary 
policies continue to report bad experi- 
ences on tire and automobile accessory 
sales rooms and storehouses. Numer- 
ous claims are coming in and almost 
every part of the country is well repre- 
sented, too well represented, in fact. 

“Losses on various classes of mer- 
cantile goods come in waves,” explained 
E. R.. Hunt, of the claims department 
of the United States Casualty. “Im- 
mediately after prohibition went into 
effect all the companies writing this 
elass of insurance began to receive 
from every quarter of the country 
claims due to the raiding of stocks of 
liquor stored in basements, attics and 
ali sorts of places. That has now sub- 
sided somewhat, although by no means 
entirely. 

“Also there was. a period when silk 
shirt robberies became very numerous. 
This was while the rage for wearing 
silk shirts was still prevalent but after 
the wage situation had so altered that 
it had become difficult for many to in- 
dulge in the extravagant habit honest- 
ly. And now it seems to be the turn 
of tires and accessories.” 

Every preventive measure that is 
thought practical and effective is being 
urged upon assured by the underwrit- 
ers, and the installation of alarm sys- 
tems, requiring the wiring of doors 
and windows, is in some cases insisted 
upon as a prerequisite to the issuing 
of policies. Some proportion of these 
robberies are believed due to “inside” 
connivance although forcible entry from 
the outside must be proved in order to 
collect on a claim. Convincing evidence 
of collusion on the part of the assured 
or of any employe or other person hav- 
ing business connection with the place 
also served to invalidate a’ claim. 
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Manhattan to Write 
A, & H. After January | 


FULL PLANS NOT COMPLETE yer 





Trend of. the Business as Seen By Vice- 
President Roche; Manhattan Mak- 
ing Good Progress 





By the first of next year the Map. 
hattan Life expects to have in opera- 
tion an accident and health department. 

“It’s rather early to talk about,” said 
John F. Roche, vice-president and gen- 
eral manager, “but it is true that we 
are preparing to enter the accident and 


health field. 
“In common w:th some other life meni 


believe that ultimately the health. and 
accident lines will be absorbed by the 
life companies while the casualty lines 
will be taken care of by the present 
accident companies. We shall issue 
standard health and accident forms, of 
both the regular commercial and the 
non-cancellable types.” 

Peculiar historic interest attaches to 
the Manhattan Life, especially for New 


Yorkers of long standing. Established 
in 1850 by the Stokes and other families 
allied financially and socially, it ap- 
pealed from the first to a certain clien- 
tele of highly placed persons of wealth 
and official position that might be de 
scribed as America’s aristocracy, using 
the word in the best sense. 
Benjamin Harrison, twenty-third 
president of the United States, carried 
$5,000 in the Manhattan; Grover Cleve- 
land, another president, also carried 
one of its policies. Cornelius Vander- 
bilt, financier; Richard Mansiield, ac- 
tor; Wilkie Collins, author; Henry 
Ward Beecher, minister, and August 
Belmont, financier, are a few of the 
many other men of national reputation 
who chose the Manhattan. And today 
John Wanamaker and his so: Rodman 


Wanamaker, merchants; William H. 
Cramp, shipbuilder; Joseph Daniels, 
ex-secretary of the navy and many 
more of the same calibre are jrotected 


by its policies. 
. The Manhattan is housed i: its own 


building at 64-70 Broadway, t'c oldest 
and according to architectura) :nd busi 
ness experts the best constru. ted sky- 
scraper in New York. 

“The putting in of caisson» was & 
new thing in those days ani conse 
quently the contractors who ).ii in our 


foundations erred on the saie side, 
explaifed Mr. Roche with a «huckle. 
“So we have a building that’s sort of 
a little Rock of Gibraltar.” 


‘ From the standpoint of arc!) tectural 
beauty the Manhattan Life Bu!! ng “ 
road: 


still holds its own with the lai: 
way structures, the old tenden:. toward 
ornate decoration being offse: by the 
dignity of proportions and richness. of 
the building materials used. ; 
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<a 7 nts Haven’t A Chance 


mit dollars of insurance on 
wail i g Fifth Avenue and in 
art a elsewhere in New York 
are wilt” 11 ih ‘which agents and brokers 
in this ¢o:ntt¥ are’ knocked out of every 
cent of commission. To illustrate: the 
Art Galleries is a rendezvous 


America 

for art colfmetars in this city and an 
auction where great collections of 
painting: r art objects and books 
are sold » Sate administrators, the 


highest bidder winning. This institu- 
tion earriés}@ach year a tremendous 
amountof;| rt term insurance. 


Here’s the@tWay it works: a million- 
aire collectamj;in Baltimore, or some 
other: city s: Some time elapses 
and hig 3 for instance, are sent 
to the Ame n Art Galleries, or some 
similar place, later to be sold. Just be- 
fore uh anon is shipped here the 
gallerie a a cable to a London 
eat nto ) ge concern—advising all 
circu mane opts ear value, date of 
cea m same will be received, 
enener Aldine for a rate. A quota- 
tion ig4itnmbiiately cabled and an all- 
cover polisyitis issued, binding imme- 
diately }firqm)time of shipment, and in- 
cludingyeyerything from glass -break- 
age to fire,amd theft.. And what galls 


the New k brokers igs that the 
rate for t tire broad coverage is 
lower thas e rate for fire alone if 
taken Out 'by'!a stock company. 

This!'ddés Mot seem fair, either to 
New feet mpanies or to agents. 
There ,is|\a@iij Screw loose somewhere. 







The ., 4 
powerless . 
nothing for 


e Department seems 
ough the state collects 
xX and no reserve is put 


up, if 
But the. Npivsation, seems hopeless. 
What pn b or about it? 


* 


nf ty Sedte Insurance 
One “of New York laundries is 
sending 'th lowing announcement to 
its patrons; the insurance being han- 
dled dines W. Hall Co., 115 Broad- 
way it iM! 

To Our PB Pattons: 

Under)thadaw, a laundry is not legal- 
ly liable cidental damage or de- 
struct, wure, theft, or tornado to 
your d in recent fires custo- 
pe a d themselves unprotec- 


"Pion: ‘ae any additional lia- 
bility, arranged with the Na- 
tional ire Insurance Co., Pitts- 
burgh, Pa., to secure a policy of insur- 
poem g your goods while in our 

¥ e policy has limits of lia- 
bility, 2nd will be open to your inspec- 
at our Office. 
qs (this will be one cent on 
each urned to you, and will 
be ir total charge on each 
bundle. 

Every vent received from you for this 

Purpose is turned over to. the insur- 


Re ICKEDUDATONG 
RP WITEIAMSTREET 


















ance company for you, and .we receive 
no commission or monetary reward 
from it whatsoever. 

We will start this insurance next 
Monday, at noon. 

* ok ae 
Real Fount of Inspiration 

Speaking of inspiration, as between 
Rochester, N. Y., and New. York City, 
“The Mutual Underwriter’ is for 
Rochester. That’s where it is edited. 
Writing an. editorial on Burton Mans- 
field’s speech on state insurance, de- 
livered in Louisville before insurance 
commissioners, it says: 

“A commissioner who flayed the doc- 
trine felt that he should apologize for 
his speech because an insurance jour- 
nal in New York called it threadbare. 
That journal obtains its inspiration from 
the ephemeral light of the gay city, no 
doubt, and anything that does not 
smack of the froth of life is thread- 
bare.” 

* * * 
Home Snows Under America Fore 
Basket Ball Team 

On November 2 at the 22nd Regi- 
ment Armory the Home _ Insurance 
Company’s basketball team and a team 
representing the “America Fore” group 
met in one of the first insurance bas- 
ketball games in the year. The Home 
won by the one-sided score of 34 to 5. 
The victors outplayed the “America 
Fore” from the start. The latter 
showed lack of practice, but the Home 
with its heavier and faster team dis- 
played fine team work for so early in 
the season. Captain Berg and Green 
starred for the Home, the latter mak- 
ing some spectacular shots which 
thrilled the crowd. Shultz was best for 
the “America Fore.” Dancing followed 
the game, music being furnished by a 
22nd Regiment orchestra. There were 
about 250 spectators present, among 
them Augustus Brogin, president of the 
“America Fore” Club, The Home had 
a larger delegation of rooters and some 
of these were Secretary Dennis, Assist- 
ant Secretary Maillard, Assistant Sec- 
retary Bailey and J. G. Chapman, super- 
visor of the city: department. Much 
credit is due H. S. Cairns, manager of 
the Hime team who arranged the pro- 


‘gram. Manager Cairns has arranged 


for a game between General Motors and 
the Home team to be played on Wed- 
nesday evening, November 16 at the 
22nd Regiment Armory. 





FARADAY GOES TO ST. PAUL 

Walter Faraday, who has been con- 
nected with the surety bond business 
in Chicago for the past twenty-five 
years, has accepted the position of man- 
ager of the surety department of Fitz- 
hugh & Robert A. Burns, general ag- 
ents for the Fidelity. & Deposit at St. 
Paul. Mr. Faraday resigned his posi- 
tion with Conkling, Price & Webb and 
is now in St. Paul on his new duties. 


The “‘Home’”’ of Automobile Insurance 


Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 





The Home Insurance Co., New York 
59-61 Maiden Lane 


Phone: John 1363 




















The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


PLATE GLASS INSURANCE 


Eugene H. Winslow, President S. Wm. Burton, Sec’y 
Robert A. Drysdale, Vice-Pres’t Albert H. Lahy, Asst. Sec’y 


RELIABLE AND ENERGETIC AGENTS WANTED 











MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 


We write full coverage automobile insurance at 20% less than 


the conference rates. 
Telephone:—John 5880 Business written only through brokers 


We are open for agencies in New York and Pennsylvania 








W. E. SMALL, President E. P. AMERINE, Secretary 


When Insured in 


Georgia Casualty Company 


= Sure Or; SERVICE cia at 


Surplus and Reserves to Policyholders Over Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 











General Casualty and Surety Insurance 
Buy Your Insurance From a Michigan Company 
} Workmen’s Compensation. Automobile—Liability, Prop- 
erty Damage and Collision. Residence Burglary, Owners’ 
and Tenants’ Elevator, General Public Liability. Plate 
Glass. Accident and Health. Fidelity and Surety Bonds. 
General Casualty and Surety Company 
ELMER H. DEARTH, President 
606 Woodward Ave., Detroit, Mich. 














“urplus over 
Losses paid to 
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and 1 Casualty Company of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 
me nr Offices—90 and 92 William St. 
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BUSINESS=BUILDERS 


Ne DEVELOPING 

Fidelity and Surety Bonds, Liability Workmen's 
Compensation, Automobile, Accident, Health, 
Bur and Plate Glass INSURANCE 


———— APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 


T. J. FALVEY, President 
Write For Territory 
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Pulling Off One Day Contest 
For Accident and Health 





By H. H. Persell, Manager 42d Street Branch, Travelers 


Someone has said that’an idea, how- 
ever poor, is better than no idea at all, 
and on this assumption the writer sub- 
mits the following outline of a one-day 
contest for new accident and health 
premiums, recently staged in an inter- 
office contest, which would seem to bear 
out the statement. 

Believing that after all there is a 
certain amount of the boy in each of 
us, it is reasonable to presume such 
boyish characteristics as curiosity, en- 
thusiasm, team work and a keen desire 
to win in any sport engaged in exists 
in the breast of the average man. To 
bring this to the front and apply it to 
practical business purposes is the prob- 
lem. 

With this thought in mind a blank 
sheet of foolscap was given the follow- 
ing heading: 

We the undersigned agree to report 
at 9:30 o’clock on Thursday morning, 
June 30, 1921, (two days later), pre- 
pared to leave the office on a special 
one-day detail. 

Signed Blindly 


And the paper tacked on the office 
bulletin board where it might be seen 
by all. Bach agent was invited to 
sign ‘his name, no explanation being 
given, other than if he signed he was 
to consider himself enlisted for the 
day. The same in a sense as though he 
had enlisted in the army. This natural- 
ly led to the question, “What am I to 
do, or what will be required of me?” 
To all such questions, and they were 
many, the reply invariably given was, 
“At 9:30 A. M. on Thursday morning, 
June 30th, you will be given your in- 
structions.” Some demurred about 
signing and there was a great deal of 
speculation went the rounds as to what 
was going to be required.* However, 
with few exceptions all signed. 

Promptly at 9:30 o’clock on the morn- 
ing of June 30th the roll was called, 
with but three absentees out of the 
twenty-one who signed un failing to re- 
spond to their names, these three re- 
porting before the meeting adjourned. 

A brief talk on the business produced 
so far during the month as compared 
with the previous month as well as the 








H. & A. BUSINESS GOOD 


Milton Sutton, superintendent of the 
accident and health department for 
the Aetna Life in New York, is not at 
all discouraged with the results in his 
branch of the business. Although the 
health and accident premiums do not 
equal the volume of the boom period, 
the income at present is not so low. 


Mr. Sutton, being a true-blue optimist, 
never has been discouraged by condi- 
tions. He is always looking ahead and, 
being a close student of general busi- 
ness, he finds indications of better 
times. Consequently he plans his work 
so that the accident and health depart- 
ment of the Aetna Life more than holds 
its own {n the volume of business which 
is conducted through his branch. 





AETNA LIFE CHANGES 


Special Agent Lawrence D. Bates, 
attached. to the Aetna Life’s Albany 
Branch Office, fidelity and surety de- 
partment, has been promoted to the 
position of acting manager. 

John R. Kasper, formerly employed 
in the claim department of the Boston 
Branch Office, has been transferred to 
the position of special agent at that 
office. 

Special Agent E. L. Tromley of the 
group disability department has been 
assigned to the Boston Branch Office. 

Charles C. Niess has been employed 
es special agent to be attached to the 
Fifth Avenue Branch Office in New 
York City. 


corresponding month in 1920 served to 
arouse considerable enthusiasm, as the 
business produced so far during the 
month was decidedly complimentary to 
the agents present who had made it 
possible. Each was then handed a copy 
of the following: 


man came into the manager’s office, 
stating, “I have been watching that 
board—it is wonderful. I am going to 
drop the work I am doing at my desk 
and go and see what I can do.” He 
was promptly made “chaplain,” an al- 
lotment assigned him and in less than 
an hour’s time he had gone over the 
top. 

Agent Long, who had been loath to 
sign on account of other matters which 
he had in hand for the day stood it as 
long as he could, set himself an allot- 





Headquarters 42nd St. Combat Unit 


9 a. m—30 June— 21. 


Field Order No. 1 


TROOPS i, 
Advance Party 


(A) 


Individuals Will 


Brokerage Combat Unit Holding Strong- 
ly Entrenched Position At Top of Hill Inter-Office 


During The Past Week Our Combat Pa- 
trols Have Made Material Advances Against Their 


The Advance Guard of This Unit Will 
Attack Thursday Morning At 10 A. M. The Tail of 
The Column Clearing The Threshold of Room 1224 


Be Held Accountable 


For the Amount of Accident Business Set Opposite 
Their Names in Troop Column. 


The progress of the Engagement Will Be Bulle- 
tined at These Headquarters. 


Applications To 42nd Street 


Mounted Scouts Contest. 
Mullane 5 
Hyer 25 
Encababian 25 (B) 
Berger 25 
Pisinger 25 Position. 
Vom Saal 25 
Support Infantry 2. (A) 
and Field Artil- 
lery 
Blunt 50 at 9:45 A. M. 
Hale 50 
Bonney 50 (B) 
Woodman 50 
Broker 50 
Hallenbeck 50 
Graham 100 
Epstein 100 3. 
Koller 100 
Downes 75 
Klee 75 
Bevier 75 4. Messages And 
Fredrickson 75 Unit P. C. Room 1229. 
Wood 75 
yaw 75 
By Order of Col. Persell. 
Official 
E. F. Edmunds 
Maj. T. I. C. 
Adjutant 


Battle Formation 


It will be noted each individual was 
given a fixed amount of premium to be 
secured as his quota for the day, while 
on a large blackboard was shown at the 
top of the board by means of contour 
lines a hill top, on the military crest of 
which was blocked in an entrenched 
position representing the office holding 
the first place in the inter-office con- 
test. At the -bottom of the board in 
battle formation was the attacking 
force, each agent having as his objec- 
tive the corresponding block or sector 
in the entrenched position on the hill 
top. 

This was done for tke purpose of 
visualizing the attack about to be made. 
The meeting then adjourned and the 
fun started. As fast as an application 
was renorted the agent reporting same 
was shown on the blackboard by a chalk 
line being used to advance his position 
in the proportion that the amount of 
the premium on the application turned 
in bore to his total allotment for the 
day. 

When the premiums on the new busi- 
ness turned in equalled the day’s allot- 
ment he was shown as holding the sec- 
tor of the enemy’s trench assigned to 
him. In this way many splendid rec- 
ords were made. Hourly bulletins of 
the number of applications and volume 
of premiums written were posted on the 
board and by three-o’clock in the after- 
noon enthusiasm had reached such a 
point that it became necessary to put 
these bulletins up every thirty minutes, 
and in the closing hour every fifteen 
minutes. Many interesting side-lights 
occurred, two especially I will mention 
as showing how contagious enthusiasm 
is. 

Agent Coulton, a man well up in 
years, who was not asked to sign the 
paper as it was thought hardly fair to 
ask him to do so, our feeling being t),at 
he would no doubt sign as a courtesy 
and with the extremely hot weather 
we were having at the time it might 
prove a tax on his strength were he to 
undertake to fulfill his part of the agree- 
ment, 

Make Veteran a Chaplain 


Shortly after 1 o’clock this gentle- 





ment and went out and made it, for 
which exhibit of zeal he was made the 
welfare worker. 

At 5 P. M. the last bulletin showed as 
a result of the day’s drive, sixtv-one 
applications for a total of $2,178, in 
accident and health premiums. 

The entrenched position taken and 
the office in the first place by a good 
margin, while the enthusiasm, splendid 
team work and spirit shown by all par- 
ee has had a very far reaching 
effect. 
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Bright ideas used by 
successful Casualty men 
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J. L. MAUTNER AGENCY 


Complete Automobile Coveraze 
All Casualty Lines 
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Casualty Course , 3 
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Begins in December § “ias:: 
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LECTURE PROGRAM ANNOUNCE) MM. Feb 
and Ra 

Jewett, Falconer, Ryder, Bellinger \ 
Senior, Learned and Mann Wil Febri 
Be Instructors Law 0 

Senior. 

The first class in the firgt year of Febrt 
casualty course of the Ingmrance Inne Mr. Set 
tute of America will open in New Yor, ; wrt 
on December 2, when the Law of Negli. ity Act: 
gence will be the subject o/ 4 lecture — 
by Walter G. Falconer, president of the ment 
Norwich Union Indemnity Company, oe 


The casualty committee of the Ingyr. 
ance Society of New York, which has Ac‘ 


charge of the arrangemenis for 4 Marc 
course in casualty insurance, has com. opmen' 
pleted the schedule of legtures and jp. Marc 
structors. The committee consists of: Risks,” 
Walter G. Falconer, president, Norwich Marc 
Union Indemnity Company, chairman: linger. 
M. E. Jewett, first vice-president, Royal p 
Indemnity Company; Leon S. Senior ’ 
manager, Compensation Ipgpection Rat. April 
ing Board, and Wilfred CG, Potier, secre. the 7 
tary, Preferred Accident Insurance Theft, 
Company. April 
In addition to Mesggrg. Falconer, _ 
Jewett, and Senior of the committee. ot 
the lecture staff will be composed of: Pi ; 


Ambrose Ryder, superintendent, Nation. 
al Bureau of Casualty & §urety Under. 
writers; Charles Bellinger, of W. L, 
Perrin & Son; William B, Mann, super. May 
intendent of agencies, Ocean Accident : 
& Guarantee Corporation, and W. P. 


ete.,” | 


Learned, vice-president, Fidelity & Cas- SUR 
ualty Company. The 

The class in casualty insurance will of Ne’ 
meet on Friday of each week begin- Thurs 
ning December 2 and closing May 5, Club. 
two meetings being omitted at the pared 
holiday season and one or two in the had b 
spring. The subjects treated will be men 
public liability, automobile, workmen’s electer 
compensation, accident and health, and Globe 
burglary and theft insurance, with one ward | 
lecture on correspondence closing the treasu 
course. As the lecturerg are men of ualty 
high standing in their respective lines E. C. 
an opportunity for gaining a knowledge Jenks. 
of the fundamentals of the casualty Natio 
business is presented, which it is hoped demni 
many of the young men in the insur- Ameri 


ance business will grasp. The schedule 
of lectures is as follows: 


Public Liability Insuranee-—First Prin- 
ciples 

December 2.—(a) “Law of 
gence,” Mr. Falconer. : 

December 9.—(b) “Responsibility of 
Master for Acts of Servants,” Mr. Fal- 
coner. 

December 16.—(c) “Defense of Con- 
tributory Negligence,” Mr, Falconer. 

January 6—(d) “Law Concerning 
Trespassers,” Mr. Falconer. 

Automobile 

January 13.—(a) “Pergonal Injury; 
General Consideration Arising Out of 
the Study of Liability Ingurance,” Mr. 
Jewett. 


Negli- 
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—— 
January 20.—(b) “Property Damage, 


Mr. Jewett. 
January 


tt. 
Me proary 3.—(d) “Forms of Coverage 


and Rating Principles,” Mr, Ryder, 


Workmen’s Compengation 
February 10.—(a) “Introduction to 
taw of Master and Seryant,” Mr. 


jor. “ i ” 
eebruary 17—(b) “Common Law, 


enior. 
- ry 24.—(c) “Employers’ Liabil- 
ity Acts,” Mr. Ryder. 
March 3—(d) “Historical Develop- 
ment of Workmen’s Compensation Acts 
and the Reasons Underlying Their 
Adoption,” Mr. Ryder. 
Accident and Health Insurance 
March 10.—(a) “History of Its Devel- 
opment,” Mr. Bellinger. 
March 17—(b) “Classification of 
Risks,” Mr. Bellinger. 
March 24—(c) “Benefits,” Mr. Bel- 


27.—(c) Collision,” Mr. 


linger. 

Burglary and Theft 
April 7.—(a) “Legal Definitions of 
the Terms Burglary, Lafceny and 


Theft,” Mr. Learned. 

April 14—(b) “Forms of Coverage 
Such as Residence, Merchants’ Open 
Stock,” Mr. Learned. | 

April 21—(c) “Forms of Coverage 


Such as Bank Messengers, Hold Up, | 


etc.” Mr. Learned. 
Correspondence 
May 5.—Mr. Mann. 





SURETY ASSOCIATION MEETING 


The Surety Underwriters’ Association 
of New York held its annyal meeting 
Thursday, November 10, at the Railroad 
Club, The nominating committee pre- 
pared the following slate and, as there 
had been no other nominations, these 
men were practically certain of being 
elected: President, Fred ©, Williams, 
Globe Indemnity; ‘vice-pregident, Ed- 
ward R. Lewis, U. S. F. & G,} secretary- 
treasurer, L. H. Crossman, Aetna Cas- 
valty & Surety; executive committee: 
E. C. Lunt, Fidelity & Casnalty— M. L. 
Jenks, American Surety; T. D. Brown, 
National Surety; W. A. Thompson, In- 
demnity Insurance Company of North 
America; G. E. Hayes, Uniggtindemnity. 


Did Hirshfield Try 
To Collect Losses? 


UNQUESTIONABLY NO, IS REPLY 








Painstaking Inspections to Detect 
Fraudulent Claims Are Made in 
Loss Adjusting 





Political motives inspired Commis- 
sioner of Accounts Hirshfield’s state- 
ment to the press recently condemn- 
ing the automobile underwriting com- 
panies for what he described as extreme 
laxity in the inspection of insurance 
applications. This is the view ex- 
pressed generally in insurance circles. 
Election Day was drawing near, Hirsh- 
field’s creator, the mayor was running 
for re-election, and the police depart- 
ment had to be whitewashed so as not 
to antagonize voters. Leaving his in- 
vestigation half-done the Commissioner 
drew foregone conclusions and pub- 
lished them as Democratic campaign 
material. He had formed in’ his own 
mind the inferences he wished to 
spread and in seeking concrete evi- 
dence he progressed exactly to that 
point where observations seemed to 
conform with his scheme. Would he 
have issued as derogatory and lengthy 
an article had he found evidence that 
some of Commissioner Enright’s police- 
men were really careless and ineffi- 
cient in hunting down automobile 
thieves? 

That there are moral risks involved 
in writing automobiles in New York 
City is self-evident. That the insurance 
companies do not, for financial reasons, 
make a thorough inspection of every 
car and the character of its owner, is 
public information and nothing new to 
suddenly arouse the excitement of pub- 
lic officials. However, it is conspicuous- 
Ivy noticeable in the remarks of Mr. 
Hirshfield that he made no reference 
whatsoever of attempts to collect on 
losses sustained by the fictitious, douh- 
ly insured and over-insured motor vehi- 
cles which he used, as he thought. to 
decoy companies into demonstrating 
their own loose systems of underwrit- 
ing. 

“Had he continued his insurance in 
force past Election Day and until he 


found it advisable to report fictitious 
thefts to ascertain whether the gullible 
companies would promptly pay losses 
without carefully inspecting circum- 
stances surrounding the _ self-same 
losses he might have learned more of 
methods governing loss adjusting,” 
one underwriter told The Eastern Un- 
derwriter. “Few, indeed, are the pol- 
icyholders who could testify that they 
collected on claims without disclosing 
to an inspector’s satisfaction that they 
actually possessed motor cars, that the 
cars were not insured in several com- 
panies concurrently, and that they were 
worth more than their weight as junk. 

“Underwriters cannot absolve them- 
selves entirely from all blame attach- 
ing to the over-insuring of autos and 
the subsequent epidemic of reported 
thefts. But to imagine that crooks can 
place thousands of dollars of insurance 
on phantom cars, pay the premiums 
and eventually collect a handsome 
profit in the form of loss payments is 
preposterous! To hear of a real car, 
dishonestly disposed of, to permit the 
owner to claim insurance is a common 
occurrence, but that type of loss differs 
radically from the variety ‘exposed’ by 
the Commissioner. Those foolish 
enough to insure and pay premiums 
upon ghostly cars will find themselves 
minus their premium money and prose- 
cuted for fraud if they push their game 
to its logical limit.” 





TRAVELERS OFFICE IN N. C. 


The Travelers Insurance Company 
and the Travelers Indemnity Company 
have established a branch office in 
Charlotte, N. C., for all departments 
for the State of North Carolina. Sam- 
vel S. May is manager of the life, acci- 
dent and group departments, and Les- 
ter W. Dearth is manager of the com- 
pensation and liability departments. 





BREVITY IS THE SOUL OF WIT 

When it comes to brevity in corre- 
spondence, “Uncle Edson” Lott takes 
the cake. 

One of his friends in the William 
Street district, received a letter the 
other day, the context of which was: 

“My dear Mr. Blank—I thank you for 
your letter of October 29th. Most truly 
yours.” 








ENDORSED BY CHIN AMAN 











Lee Mong Joy, a Chinese, who was 
insured for accident and health by J. J. 
Stephens, San Francisco insurance 
broker, was so pleased by the prompt 
payment by the company that he in- 
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serted the accompanying ad in a San 
Francisco Chinese paper. In it he 
asked everybody to insure with Mr. 
Stephens. 

One paragraph of the letter read: 
“Mr. Stephens come to me and he say 
check for you, I just brought in from 
the insurance company, and I was so 
happy and joyful. He represents the 
best companies and every one can pay 
the money right away. The company of 
my policy is Continental Casualty Com- 
pany. I believe it the best insurance 
company of all kinds.” 

Mr. Stephens has a Chinatown office 
at 751 Clay Street. 

The Northwestern Insurance Agen- 
cies, Ltd., has been incorporated at 
Winnipeg with a capital of $20,000. 








Direct Agencies: Prompt Settlements 














ACCIDENT — HEALTH 
AUTOMOBILE AND 
BURGLARY INSURANCE 


agate incnatichs 


, Surplus to Policy Holders 
$1,700,000 


35 YEARS EXPERIENCE 


















Kimball C. Atwood, Prest. 


THE PREFERRED ACCIDENT 
INSURANCE COMPANY OF NEW YORK 


80 Maiden Lane 
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Progress of the Equitable 





NEW FEATURES INTRODUCED IN A DECADE 








Group Life Insurance Non-Cancellable Accident 
Group Disability Insurance and Health Insurance 
Safety Inspections for Groups Premium Waiver Clause 
Home Purchase Insurance Disability Income Clause 
Refund and Cash Refund Annuity Double Indemnity Provision 
Income Bonds for Old Age Excess Interest Dividends 
New Convertible Policy Post Mortem Dividend 
Corporate Policy Endowment Conversion Privilege 
Endowment Annuity at 65 Educational Fund Agreement 
Liberty Bond Policy Salary Continuance Agreement 
Retirement Annuity Free Health Examinations 
New Survivorship Annuity Special Training for Agents 











INSURANCE 
THAT 
INSURES 








GROWTH IN A DECADE 


1920 1910 Increase 
Outstandixg Insurance Dec. 31st. $2,656,524,071 $1,347,158,692  $1,369,366,279 
New Insurance 529,559,921 107,965,091 421,594,830 
Assets Dec. 31st 627,141,737 492,197,585 . 134,944,152 
Liabilities Dec. 31st 539,140,795 409,538,600 129,602,195 
Premium Income 955354787 53,160,164 42,194,623 


Total Income 132,156,942 76,289,493 55,867,449 
Payments to Policyholders 72,683,550 53,119,670 19,563,880 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


120 Broadway New York 
W. A. DAY, President 
































